


LEADING LIFE INSURANCE WEEKLY 





’ olits! 





Wa 
4 


Vira clinlaeisaseliae 


LIFE INSURANCE EDITION 


. 
" 
FRIDAY, MAY 17, 1929 ; 





ms 


WHAT A THRILL! 


THE NIGHT AIR MAIL! 
POLICIES HERE IN 39 HOURS! 


SZ jee ERVICE!” 


ALEXANDER E. PATTERSON 


General Agent 
THE PENN MUTUAL LIFE INSURANCE COMPANY 


Suite 1336 120 So. La Salle St. 
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The Equitable has 
nearly 10 Millions of 
Dollars invested in var- 
ious Telegraph and 


Telephone Company 





























OT only does THE EQUITABLE through its 


investments in Telegraph and Telephone 


Company securities help to make possible a great 


"Bo d . . . . . . 
ay é national service—rapid intercommunication—but 
1 j 
the very network of wires it has aided in creating 
is used by it constantly, often to expedite the dis- 
tribution of money to policyholders and beneficiaries. 
LIFE ASSURANCE SOCIETY OF THE UNITED STATES 
393 Seventh Avenue. New York 
Se Thomas I. Parkinson, President 
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plant in the Equitable’s Home Office. 
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Incidentally, thou- 
sands of telephone 
company employees 
are insured in the 
Equitable on a Salary 


Savings Plan. 












































ul 





FUUUCTEECUOUCCEREUCCEAEEAAEEACUUCCRCAAOESEAAUEEAEAAOAEANCAOOEONCOOSOREOOOCECOCOOSEEOOOOEOOOUCAOCGOOOOSNSOOOOOEOOOUOSEOOOUUESNOUUOEREOUOEORECUUELUUUUCUOUCUCAUUOCEOUUUOSSOEOOOEOOUOOCOUOOOEROOSOEEEOUOSNAEGGLELOOUGERUGOEEEEROSSOOOOEESERODENOEOUERNGOENERORENE 





JU 


. 























May 17, 1929 








LIFE INSURANCE EDITION 








What’s Ahead for You? 
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HOME OFFICE BUILDING 
720 N. Michigan Avenue 


Perhaps the answer is here 


This is the right time to consider your future— 
and a connection with the Central Life Insurance 


Company of Illinois. 


All of the factors that go to make a successful and 
permanent connection are to be found here: 


Participating Insurance 
Non-Participating Insurance 
Sub-Standard Insurance 
Juvenile Insurance 

Coverage from birth 

Full benefits age five 
Women at Standard Rates 
Non-Medical Insurance 
Broad Disability Coverage 
Educational Department 
Home Office Prospect Bureau 
Direct Home Office Contract 

Non-Forfeitable Renewals 

Liberal First Year Commissions 


These advantages are backed by an Organization which realizes that its development 
depends upon the man in the field—an Organization officered by men who started as 
personal producers and who consequently have a broad and sympathetic understand- 
ing of the problems which confront the Agent. The Company is therefore equipped 


to meet these problems. 


An Agency-Minded Company. 


For a permanent connection write 


Central Life Insurance Company 


of Illinois 
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What Is “Cheap” 





Insurance? 


Some agents seem to have 
the mistaken idea that the 


The prime objects of the life 
insurance investment are: first, 
to provide insurance as against 
premature death; and second, 
to provide against financial 
reverses or diminished income 
in later life. So, therefore, that 
form of insurance contract 
that combines protection as 
against premature death with 
savings for old age is what the 
average applicant for insurance should have. 


Rarely, if ever, will you find an insured man or 
woman past middle life who does not express 
regret that during the earlier and more pro- 
ductive years of their lives they did not insure 
on either the Endowment or Limited Payment 
plan. They admit that they would have been 
able to have paid the premiums on one of those 
plans, yet their reason for not having invested 
in Endowment or Limited Payment was their 
fear, at the proposed inception of such a con- 
tract, that they would not be able to maintain 
the premiums to the maturity of the policy 
and therefore would have paid a high price for 
the brief death protection which they enjoyed. 


The fear of inability to maintain Endowment 
premiums always has been and always will be 
a valid one in the mind of the average prospect 
for insurance until there is brought to his 
attention that most extraordinary and unusual 
policy known as the Select Lives issued by the 
Illinois Life. 


At the age of 25, for example, for a premium 
only slightly in excess of that generally charged 
for a policy paid up in 20 years, the Illinois Life 
guarantees the maturity of the policy as an 
Endowment at the age of 48, and among many 


price paid for a policy 
rather than its value in use 
is a controlling factor in 
making a sale, so instead 
of stressing what the pros- 
pect will get for his money 
they proceed on the theory 
that his chief interest is 
in how little he must pay. 


other valuable options, in lieu of 
the cash payment of $1,000.00, 
the policyholder may receive 
cash to the amount of $641.00 
and still have a paid-up policy 
payable at his death in 20 an- 
nual instalments of $50.00 each. 


Or, if the instalment payment 
plan of the death benefit does 
not appeal to him, he may re- 
ceive $513.00 in cash together with a paid-up 
policy in the amount of $1,000.00 payable in a 
single sum at his death. 


During the years that he has been accumulat- 
ing the benefits above mentioned he has had 
the protection of the Company’s guarantee 
plainly stated in his policy, that if at any time 
the premium payments become burdensome 
he can without medical re-examination make 
a material reduction in his premium by chang- 
ing the contract to either the Whole Life or 
Twenty-Payment Life form. If, for example, at 
the end of 10 years he finds the premiums 
on the original contract burdensome he can 
change to a Whole Life policy with an annual 
premium thereafter of only $5.73 per thousand. 
Or, if he were able to pay as much as $9.68 
annually for 10 more years, his policy would be 
paid up for its face amount with no further 
premium payments required. Or, if he pays the 
original premium for a period of only 12 years, 
he can cease payments and have a policy fully 
paid up for the face amount. 


There are so many potent reasons why our 
Select Lives Policy appeals to the average pros- 
pect that he is a fortunate agent who is able to 
give his eligible prospects a chance to buy it, 


The Illinois Life Insurance Company enjoys the distinction 
of being the first legal reserve life insurance company, 
now active, to be chartered by the State of Illinois. 


Illinois Life Insuranee Co. 


Illinois Life Building 


Chieago 


1212 Lake Shore Drive 


Raymond W. Stevens, President 
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Disability Rate 
Issue Is Raised 


Scme Are Afraid That Regula- 
tion Might Increase Competi- 
tive Factor There 


MIGHT START RATE WAR 


Variation in Present Schedule Sufficient 
to Give Proponents of Theory 
Ground for Argument 
NEW YORK, May 
those who have followed closely the long 


16.—Several of 
controversy over disability standardiza- 
tion have reached the opinion that the 
proposed standard will ‘not be fully ef- 
fective in ironing out the difficulties of 
the 
is brought within the pale of standard- 


today, unless the rating of clause 
ization or, more properly, regulation by 
This was suggested at 

hearing on the 
ubility clause, one of the company men 
then stating that he felt the proposed 
regulations might merely transfer the 
competitive factor from the structure of 
the clause to the structure of the rate 


some minimum. 


the recent public dis- 


schedule 
Now Wide Variation in Rates 


That there is a real danger in this 
is seen by more than one actuary. Even 
today there is a wide variation in the 
rating of the disability clause, varying 
Irom $1.56 to $5.33 on the level pre- 
mium basis, and a higher scale on the 
age schedule of the Mutual Benefit. If 
the variations in the application of the 
clause are ironed out and a standard 
clause is evolved, the differentials may 
uught in the only avenue left open. 
that of rate. One actuary has gone so 
lar as to express a fear that the future 
may see an even more deplorable situa- 
tion than that now existing, if this item 


is not safeguarded. He believes that 
now the variations in clause coverage 
are largely the result of competitive 


dei ands, but, with these removed, the 
powerful urge of competition may drive 
the companies into a rate war that 


could become serious. 


Serious Competitive Factor 


Che disability clause is a serious com- 
petitive factor today. Evidence of this 
is easily seen in the very presence in 
the held of many companies now in it. 
There is a real need and a real insur- 
able interest in the disability coverage, 
especially the waiver of premium, with- 
out which the insurance is not always 
thor oughly safeguarded. But the meet- 
ing of this need has been granted by 
many companies purely under stress of 
Competition, the officers doing it to 
equalize their offerings and not with the 
assurance of its fundamental underwrit- 
mg soundness. The actual results un- 
der the clause also point to the com- 
petitive factor, practically no company 

(CONTINUED ON PAGE 11) 





Laird Reviews Prorating 


Actuary of Connecticut General Says Proposal for Lim- 
itation of Disability Payments Is Gaining Great 
Momentum— Difficult Problems in Framing 
Proper Clause Are Not Yet Solved 


NEW YORK, May 16.—Pro-rating 
in disability clauses of life companies 
was thoroughly discussed in a paper by 
John M. Laird, vice-president and actu- 
ary of the Connecticut General Life, 
read at the annual meeting of the Actu- 
arial Society of America in New York 
this week. At the conclusion of his 
discussion Mr. Laird raised the follow 
ing important questions in regard to 
the prorate clause 

1. Should it apply only to disability 
with life insurance or should it include 
noncancellable and commercial accident 
and health? 

2. Should the aggregate benefits 
limited to a figure less than 100 percent 


be 
of earnings? 

3. If the insured has one policy for 
$500 a month issued in 1928 with no 
prorate provision and another for $500 
a month issued in 1930 with prorate 
provision, how should this  prorate 
clause operate? Let us assume that his 
average earnings justify aggregate in- 
demnity of $750 a month instead of tie 
$1,000 a month actually carried. The 
old policy must pay $500. Should the 
new policy pay only $250 or should it 
pay 75 percent of $500, that is, 


b i 


Refund to Assured 


4. If the indemnity is reduced, what 
refund, if any, should be made to the 
policyholder, (a) in case he voluntarily 
asks for the reduction his earnin 
power is diminished, (b) in case the 
reduction is discovered at time of claim? 

5. Are we ready to recommend that 
prorate be made compulsory in a few 
experimental states or all states, or 
would it be better to have it permissive 
at least until we have studied the prob- 
lem further and have gained some ex- 
perience in its actual operation? 


as 


Not Awake te Dangers 
Mr. Laird pointed out that in a life 
policy the disability benefits are not 
subject to the standard accident and 
health provisions. He said the disability 
clause, like accident and health insur- 
ance, indemnifies for disability rather 


than for loss of earnings due to disabil- 
ity. Accident and health underwriters 
have for years guarded against over in- 
surance. Life insurance officials have 
not fully appreciated the danger of over- 
insurance on disability. During the last 


year several officials, recognizing the 
inherent danger of over-insurance on 
disability and dispairing of any con- 


certed and effective action on underwrit- 
ing, have recommended a_ prorate 
clause. 


Porsible Clauses Reviewed 


While not subject to “standard pro- 
visions,’ the life companies naturally 
turn first to such provisions in the 
prorate clause. He referred to numbers 


16, 17 and 19 of the standard provisions 
as inadequate. He then quoted the 
clause (called No. 1) proposed in Cali- 
fornia which reviews the preceding two 
vears and limits the aggregate indemnity 
to the earnings in the six months’ period 
in which those earnings were the high- 
est. He also quoted the clause (No. 2) 
proposed by the committees of the com- 
pany actuaries and insurance department 
actuaries, and also the pro-rating clause 
which indemni- 


(No. 3) of a company 
fies for loss of earned income. rhe 
former (No. 2) in an extreme case ap 


parently requires a statement of all in- 
demnity in force in all companies each 
year from date of issue to date of claim 
and a similar statement showing the 
earned income each year during that 
period. The latter (No. 3) does not call 
for proportionate reduction and if other 
do not contam a_ prorating 
clause the whole reduction may occur 
in this policy. This clause returns the 
excess reserve rather than the unearned 
premiums 


policies 


Includes Ace’dent, Excludes Heatth 
Mr. Laird said in part: 
“Clause 1 and 2 limit the aggregate 
indemnity in all companies to 100 per- 


cent of the earned income in a definite 


| period just preceding claim and credit 


each policy with a proportionate share 
of the reduction. Clause 1 apparently 
includes commercial accident and health. 
Clause 2 inludes any policy providing 
indemnity for more than two years of 
disability. This means that clause 2 in- 
cludes most commercial accident policies 
but excludes practically all commercial 
health policies 

“The 
recommend that even after adoption of 
a prorate imitation there should he 
strict underwriting to guard against 
over-insurance. They simply feel that 
if there is over-insurance this should not 
result in over-payment. 


sponsore of these provisions 


Some of the Effects 
“As this form of prorate is not gen 
erally used in accident and health in 


surance and is a radical departure for 
a life insurance policy under which the 
death benefit must be incontestable after 
one or two years, let us consider some 
of the effects 

“— The prorate clause should not 
be considered a ‘cure-all.’ It cannot take 
the place of good underwriting. 

“29, The aggregate indemnity in all 
companies should be restricted to less 
than 100 percent of the earned income. 
Clauses 1 and 2 would give some pro- 
tection in those few cases where the 
aggregate benefits exceed 100 percent. 

“3. Life companies have tried to 
avoid disputed claims and law suits. 

(CONTINUED ON PAGE 21) 





Disability Now 
Is Major Topic 


Attitude of American Life Con- 
vention Toward Clause Arouses 


Interest of All Companies 
MANY VIEWS EXPRESSED 


Most Medical and Other Officers, How- 
ever, Agree That Standardization 
Is Pressing Current Need 


Much 


the attitude of 


manifested in 


Con 


interest in being 


the American Life 


vention companies toward the proposed 


standard disability clause, as indicated 
at the recent meeting of the Medical 
Section and the executive committee of 
that organization at Biloxi, Miss Che 


attitude of those companies im regard to 


any matters involving legislation or ce 


partmental rulings is always watched 
very closely, as it is realized that they 
are really closer to the commissioners, 
ol al ] he > ] ur 

and probably to the legislatures genet 
ally, than many of the big eastern com 
panies 

[he disability clause was the big 
topic of discussion at the Biloxi 


ing and in addition to the consideration 


mect 


at the regular sessions, an informal 
conference was held, with John M 
Laird of the Connecticut General Life. 


chairman of the disability committee ol 
the convention, presiding, which was at 
tended by the members of that commit 
tee and also by other company officials 
interested in the question, same 14 or 
15 in all. 

Prerating Clause Discussed 


The 
that 


subject considered at 
was the prorating 
clause, and at its conclusion a poll of 
those present was taken in regard to 
their position on that clause. The sen 
timent was unanimous in favor of the 
clause and all but one of the companies 
represented wanted it made mandatory 
The representative of that company fa 
vored the idea in principle but consid 
ered that on account of the uncertainty 
that has existed in regard to the 
ability question generally, it would be 
better to make its use permissive rather 
than mandatory at this time . 


principal 
conference 


dis 


rhe position of the American Life 
Convention companies in this matter 
may be influenced somewhat by the fact 


that a considerable number of them also 
write accident and health insurance, or 
have running mates that write that 
form of insurance, and they have been 
greatly impressed with the results ob- 
tained under the standard provisions 
for accident and health insurance, 
which are made mandatory in the states 
that have adopted them. It is their 
idea that the proposed standard provi- 
sions for the disability clause in life in- 
surance should be given practically the 
same status as the standard provisions 
(CONTINUED ON PAGE 11) 
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Companies’ Gains Are Big | 
in First Four 1929 Months 


NEW YORK, May 16.—New life insurance production during April was 8.7 
percent greater this year than in April, 1928. Such writings during the first four 
months of this year were 7.8 percent greater than during the corresponding period 


of last year. 
Presidents. 


These results are shown by a compilation by the Association of Life 
The report combines the records of new life insurance jproduction— 


exclusive of revivals, increases and dividend additions—of 44 member companies 
having 82 percent of the total life insurance in all United States legal reserve 


companies. 


For April, ordinary insurance amounted 
to $793,786,000 against $710,435,000 in | 
1928, an increase of 11.7 percent. In- | 
dustrial amounted to $256,279,000 in 
1929 and $259,962,000 in 1928, a dec: "ease | 
of 1.4 percent. Group was $72,233,000 | 
against $62,007,000 in 1928, a gain of | 
16.5 percent. The aggregate of all 
classes amounted to $1,122,303,000 com- 
pared wtih $1,032,404,000 in 1928 a gain 
of 8.7 percent. 

For the four-month period, new ordi- 
Nary insurance amounted to $2,967,415,- 
000, against $2,727,425,000 during the 
corresponding period of last year, a gain 
of 8.8 percent. Industrial was $1,027,- 
880,000 in 1929 and $991,765,000 in 1928, 
a gain of 3.6 percent. Group was $294,- 
295,000 against $258,339,000, a 13.9 per- 
cent gain. The total life insurance writ- 
ten during the first four months of 1929 
amounted to $4,289,590,000 compared 
with $3,977,529,000 during the same | 
period of 1928, an increase of 7.8 percent. 

The new paid-for business written | 





during each of the first four months of | 


1928 and 1929 and percentage increases | 














in 1929 are shown in the following 
table: 

Ordinary Insurance 
1929 
Over 
1928 
Month 1928 1929 Pet. 
Jan. ...$ 580,462,000 $ 659,843,000 13.7 
POR. <c 655,406,000 683,542,000 4.3 
Mar 781,122,000 830,244,000 6.5 
Apr 710,435,000 793,786,000 11.7 
$2,727,425,000 $2,967,415,000 8.8 

Industrial Insurance 

Jan. $ 236,303,000 $ 265,998,000 12.6 
Feb. 221, "949, 000 230,779,000 4.0 
Mar. 273,551,000 274,824,000 5 
Apr 259,962,000 256,279,000 —1.4 
$ 991,765,000 $1,027,880,000 3.6 

Group Insurance 
Jan. ...$ 46,841,000 $ 98,637,000 110.6 
Feb. ... 91,505,000 58,607,000 —36.0 
Mar 57,986,000 64,813,000 11.8 
Api 62,007,000 72,238,000 16.5 
$ 258,339,000 $ 294,295,000 13.9 

Total Insurance 
Jan. $ 863,606,000 $1,024,478,000 18.6 
Feb. 868,860,000 972,928,000 4 
Mar 1,112,659,000 1,169,881,000 5.1 
Apr. 1,032,404,000 1,122,303,600 7 








$3,977,529,000 $4,289,590,000 7.8 
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| New York Life Adjusts Russian Claims 











The New York Life has concluded 
arrangements with a law firm which will 
result in the adjustment of a large 
number of claims on policies issued by 
the company in Russia before the 
revolution, held by nonresidents and 
noncitizens of Russia. The cash sur- 
render value of these policies amounts 
to over 3,000,000 rubles. The New York 
Life has been endeavoring to get some 
final settlement on this liability. 

Procedure in the Courts 


One plaintiff, who was formerly an 
attorney for the company in Russia, 
brought a test case. The New York 
Life asked the state court to decline to 
take jurisdiction on the ground that the 
policy provision required that all liti- 
gation be brought in Russia. The court, 
however, declined to dismiss the suit. 
The appellate division upheld the lower 
court. Then a stay law was enacted 
by the New York legislature requiring 
the suspension of all such actions until 
after the recognition of the Russian 


Illinois Dicieaes of 
Life Companies Given 


—_— 


The Illinois life companies report new 
business in their home state, $140,433,- 
596 ordinary with $581,783,398 insur- 
ance in force. Their new group busi- 
ness amounted to $1,959,026 and the in- 
dustrial to $20,237,154. The companies 
paying for the largest amount of ordi- 


nary business were the Chicago Na- 
tional, $18,502,000; Continental Assur- 
ance, $13,283,498; Federal Life, $31,478,- 
005; IHllinois Life $14,786,239; Peoria 
Life, $11,238,190. 

The business of other state compa- 
nies in Illinois outside of the Canada 


companies on ordinary was $913,170,539. 
The group business was $345,765,574 
and the industrial $276,953,004. The Ca- 


nadian companies showed new business 
of $31,206,399 ordinary and $15,013,918 
group. 

This makes the total new ordinary busi- 
ness in Illinois last year $1,084,810,535, 





government by the United States gov- 
ernment. However, when the New York 
Life applied for a stay of the test cases 


the law was held unconstitutional. 


Decision of Court of Appeals 


The court of appeals in other litigation 
especially against the National City 
Bank had held that the confiscation of 
Russian property of an American com- 
pany by the soviet government was not 
a defense to the company in action upon 
its contracts brought in New York. 
The point of dispute then finally was 
over the question of rate of exchange at 
which the claim should be paid. Most 
of these policies were written in Rus- 
sian rubles. The New York Life, how- 
ever, was willing to compromise this 
question and terms of settlement have 
been agreed upon. There are a num- 
ber of actions remaining that are pend- 
ing against the Equitable Life of New 
York. It, however, has up to the pres- 
ent time not made any settlement with 
Russian policyholders. 


$28,518 and industrial $297,- 
190,158, The total ordinary insurance 
in force in the state is $5,862,246,248; 
group $796,685,099 and industrial $1,- 
085,517,840. The largest ordinary writ- 
ers were the Aetna Life, $23,683,711; 
Equitable of New York, $76,470,584; 
John Hancock, $20,045,347; Massachu- 
setts Mutual, $32,373,038; Metropolitan 
Life, $105,218,748; Missouri State, $50,- 
187,663; Mutual Life, $56,426,853; New 
York Life, $87,050,305; Northwestern 
Mutual, $39,587,000; Penn Mutual, 
734,145; Prudential, $81,154,108; 
elers, $46,705,689; Union Central, 
$70,838, 


group $362 


$25,- 
Trav- 
$26,- 


Life Notes 


Mort W. Bondy and Estella W. Bondy 
have been appointed district agents of 
the Home Life at Duluth, Minn., suc- 
ceeding their father, who died a few 
weeks ago. 

William Sexton, district manager for 
the John Hancock Mutual Life in Brook- 
lyn, has moved his offices from 373 Ful- 
ton street to the new Williamsburg 
Bank building. 
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Forecasts F uture 





KENDRICK A. LUTHER 
Vice-President Aetna Life 








Precedent Established 


for Russian Claims 


NEW YORK, May 15.—An impor- 
tant precedent has been established for 
the handling of future litigation in con- 
nection with Russian life insurance 
claims in the decision this week of the 
King’s bench in London, upholding the 
Equitable Life of New York in its de- 
fense against a claim under an old Rus- 
sian policy issued on an Englishman. 
The policy had been written in Russia 
and was under Russian contract laws, 
but suit was brought in England to col- 
lect. As the soviet government had 
since that time cancelled all life insur- 
ance, the Equitable contended that this 
and its other Russian policies had been 
annulled by government decree and 
nothing was due. This the English 
court has now upheld and it stands as 
important precedent for the many simi- 
lar cases brought in England and this 
country against the Equitable and other 
companies on old Russian policies. It 
is the first case of its kind to go through 
the courts in regular form and reach a 
decision. 


Protective Appoints Managers 


S. J. Granberry of Fairfield, Ala., and 
R. M. Ellis of Jasper, Ala., who have 
been agents of the Protective Life, have 
been made managers. Both men have 
done excellent work for the company. 
Mr. Granberry will have a portion of 
the Birmingham district. Mr. Ellis has 
been in the mercantile business. 


Pennell Gives Outing 


Frank W. Pennell, general agent for 
the State Mutual Life in New York, is 
taking the men of his agency organiza- 
tion on the annual all-day outing next 
Wednesday, the day to be spent at the 
Braidburn Country Club at Madison, 
N. J. Golf and tennis and other recrea- 
tion will replace sales planning for the 


day. It is expected that Stephen Ire- 
land, vice-president and agency super- 
intendent, will be guest of honor for 


the occasion. Chester P. Dawson, man- 
ager of the uptown branch of the Beers 
& DeLong agency of the Mutual Bene- 
fit in New York, was the speaker before 


the Pennell agency at its last confer- 
ence. 
Albert H. Curtis of the Boston agency 


of the New England Mutual Life was 
taken ill March 28 and has had to give 
up business for a long rest. He is now 
in the New England Baptist hospital in 
Boston. 





1929 


May 17, 


Luther Speaks 
on Future Days 


Aetna Life Vice President Tells 
Big Changes in Life 


Insurance 


LAYS STRESS ON THRIFT 


Declares That Agents Are Primarily 
Business Men and Ethics Should 
Be Observed 


NEW YORK, May 16.—Looking into 
the future for a glimpse at the oppor- 
tunities before life underwriters of today, 
K. A. Luther, vice-president of the 
Aetna Life, speaking before the monthly 


meeting of the New York Association 
of Life Underwriters pointed to the 
qualities which go to make the man 


who can best grasp these great oppor- 
tunities. Mr. Luther said in part: 


America Richest Nation 


America today is the richest of the 
worlds nations and to America the en- 
tire world is looking for its economic 
salvation. The next 30 years will eclipse, 
from a business standpoint, all the years 
that lie behind us. Where there was one 
opportunity 30 years ago, when some 
of us first came into this business, there 
are 30 opportunities now. The only 
question is, and always will be, “How 
many of us have the vision and the will 
to mould that vision itno a purpose, and 
the courage and determination to stick 
to that purpose and follow through with 
it to a successful conclusion.” 


Life Man Is Good Business Man 


We hear a great deal about “life in- 
surance as a profession,” and of the 
efforts which are being made to elevate 
our business to that high plane. This 
thought is commendable, but I do not 
know that I can subscribe to it entirely. 
It has always seemed to me that a good 
life insurance man is primarily and 
essentially a good business man—and | 
believe that if we live up to the highest 
standard of business ethics in the con- 
duct of our affairs, then we need not 


| concern ourselver so much with the pro- 


fessional aspect. Our task today is to 
deal with business problems, as they con- 
front corporations and individuals, and 
to apply life insurance as an effective 
means of solving these problems. This 
we can do best by employing business 
methods. 


Life Insurance Is Thrift 


Life insurance is thrift. Let us con 
tinually bear that in mind. The concep 
tion of life insurance as thrift has 
largely responsible for the tremendous 
growth and progress of our business 
As long as in the minds of the public, 
the scope and function of on the death 
only, or burial-fund level, the results of 
such production expressed in total vol- 
ume in force also remained unconse- 
quentiaal when compared with the new 
understanding and present day buying 
and owning of life insurance. As 
earnestly as we worked for 74 years 
from 1843 to 1916, our efforts were re- 
warded with but $25,000,000,000 in force 
This sum we doubled in the following 
seven years by urging the public to 
own life insurance—instead of buying 
“death insurance.” The growth in the 
last five years, 1923 to 1928, has nearly 
doubled again the volume in force a 
the end of the preceding seven, bring- 
ing the outstanding life insurance pro- 

(CONTINUED ON PAGE 11) 
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Sales Institute 
Draws Hundreds 


Minneapolis Association Affair 
One of Most Successful Ever 
Held in That City 


MORE THAN 40 ATTEND 


Speakers Include S. T. Whatley, J. R. 
Allen, T. H. Riehle, E. W. Owen, T. C. 
Rice-Wray, King, McMahon 





16.—FPour 


MINNEAPOLIS, May 


wundred and fifty underwriters were on 


hand at the opening of the tifth annual 


life insurance sales institute sponsored 
by the Minneapolis Association of Life 
Leon A. Triggs, 


dent of the association, opened the ses- 


Underwriters. presi- 
T. M. Riehle, associate manager, 
Life New York in New 

made a | talk on 


slOolis. 
Equitable 

City, 
yusiness insurance. 


or 
York technica 


Other speakers on the day’s program 


were Ernest W. Owen, Detroit, secre- 
tary of the National Association of Life 
Underwriters and manager of the Sun 


Life Assurance, Canada; S. T. Whatley, 
Chicago, vice-president of the National 
association, and T. C. Rice-Wray of Chi- 
cago, sales adviser of the 
Mutual. 


Success Formula Given 


Mr. Rice-Wray’s address was on the 
formula of success, which he said is 
AxBxC. Graphically illustrating his 
talk, he pointed out that in adapting the 
formula to the sales volume, A repre- 
sents the number of interviews, B the 
closing percentage and C the size of 
Proceeding to the next step, the 
speaker showed that the factor of in- 
‘ome is dependent on A, representing 
interviews, B, better interviews, 
and C, average profit. 

Mr. Whatley gave a talk on “The 
\gent’s Pride in His Work, His Agency 
and His Company.” “When you have 
occasion to tell in what line of work you 
are engaged,” Mr. Whatley said, “do you 
throw out your chest and pridefully pro- 
clam that you are a hfe underwriter, 
or do you lower your tone and apolo- 
getically admit that you are in the in- 
surance business, possibly not even ad- 
tting that it is the life insurance busi- 


sale 


more 


Whatley Speaks Plainly 


you belong to the latter class, then 
et me urge you to get out at for 
1” remain you are doing yourself an 
justice and you are a detriment to this 


yI<ine 


once, 


; is generally conceded,” Mr. What- 
ey said, “that enthusiasm sells more 
nsurance than all the logical reasoning 
the world. It is impossible for you 
uthuse over a work that you don’t 


Approach Important 


le approach was termed one of the 
st important factors in the making of 
by Ernest W. Owen. The ap- 
1 receives the least consideration 
n the average salesman, Mr. Owen 
i, pointing out that the four impor- 


roach 
, i( 





| and 


Connecticut | 








t steps in the first approach are the | 


teet, the first 12 inches, the first 
‘ive seconds, the first 12 words 
\ salesman sees life insurance from 
wn side of the fence, the speaker 
tinued, pointing to the necessity of 
ung to the other side of the fence 
meet the reactions that he en- 
iters. He outlined seven doors of 
_mind which a salesman must use in 
ng a successful sale, the visual, 
‘wcttory, motor, tactile, olfactory, gusta- 
(CONTINUED ON LAST PAGE) 
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Disability Underwriting 


Considered by Actuaries 





Disability insurance was again one of 


the featured subjects of discussion at 
the Actuarial Society meeting in New 
York City this week. Two formal pa- 


pers on the subject were read and some 
time was spent on disability underwrit- 
ing during the general discussion At 


| the joint session with the medical di- 


rectors, on Friday afternoon, disability 
provisions will again be considered as 
well as the selection of large risks. 

Many other subjects of actuarial in- 
terest were on the society’s program and 
the election of officers will conclude the 
Friday morning session. 


Laird Presents Paper 


J. M. Laird, vice-president and actu 
ary of the Connecticut Life, 
presented a comprehensive paper on the 
pro-rating clause as applied to disabil- 
ity insurance, summing up the case for 
against such a proposition and 
comparing its application with that in 
other classes of insurance. The long 
controversy over this issue was ex- 
plained and Mr. Laird pointed out that 
now its permissive use being 
ommended by the joint committee on 
disability which is drawing up a stand- 
ard code for the country. 

The more important phases, Mr. Laird 
said, are: (1) Should the clause apply 


General 


is rec- 


only to disability benefits or to acci- 
dent and health insurance as well; (2) 
Should the total benefits be limited to 


100 percent or to a lesser proportion of 
earnings; (3) How should the pro-rating 
clause be applied in relation to old in- 
surance without such clause; (4) If the 
benefits are reduced what refund should 
be made to the policyholder; and (5) 
Should it be made permissive or com- 


pulsory. He said that the entire prob 
lem requires study in order that the 
best possible type of clause may be 
evolved. 
Gives Mutual Life's Experience 
[he other disability discussion was 
that by Wendell M. Strong, associate 


actuary of the Mutual Life of New 
York, who gave the disability experi- 
ence of his company. 

The data on which this experience 
was based was substantially the same 
as that contributed to the disability ex- 
perience committee in 1926 except that 
issues of 1925 were added and the whole 
extended to 1926 anniversaries. All the 
claims reported up togune 1, 
included so that there was no necessity 
of estimating outstanding claims. The 
active life experience was based on both 


number of policies and amounts, the 
disabled lives on amounts only. The 
disabled lives experience in the third 
and subsequent years of disability was 


supplemented by the corresponding data 


derived from claims admitted under po!- 


icies without the 90 day clause. Net 
annual premiums for disability benefits 
of waiver and $10 monthly income in 
connection with ordinary life policies 
were derived, using a rate of disable- 
ment based on the experience of the 


second, third and fourth policy years 
Urges Leeal Clubs 
The actuarial profession on the North 
\merican continent was discussed by 
Arthur Pedoe, actuary of the Continental 


Life of Toronto. He contrasted the 
development of actuarial organizations 
in America with their development in 


Great Britain where a large fraction of 
the entire membership of actuarial soci- 
eties concentrated in a few large 
cities. Here, the wide distribution of 
members of the American Institute and 
of the Actuarial Society has led to the 
growth of a number of actuarial clubs 
made up of the members of one city or 
locality and managed on informal lines. 
It was suggested that the formation 
of these clubs be fostered by the parett 


1S 


1928, were 








actuarial associations in order that in- 
terest in actuarial affairs may be sus- 
tained between the rather infrequent 
meetings. The scope of the examinations 
of the Actuarial Society was reviewed 
in some detail and Mr. Pedoe made a 
plea that the reading be consolidated 
and revised so as to reduce the essen- 
tial reading to a minimum without, of 


course, making any material modifica- 
tion in the pre-determined standard of 
qualification for membership. 

He made another suggestion in 
erence to the periodic meetings of the 
society, namely that the time ex 
tended that papers and discussions 
might be more adequately presented and 


ref- 


be 


so 


that greater opportunity be allowed for 
informal discussion and personal con 
tact. The opinion was also expressed 


that more frequent joint meetings with 
other might established to 
the advantage of all concerned, and that 
addresses by experts on subjects relating 
to actuarial work its medical, legal, 
financial, economic or statistical side 
would add to the value of all meetings 


societies be 


on 


Considers Extending Group Cover 


Group life insurance was analyzed by 
Kkainard B. Robbins, vice-president of 
the Union Labor Life Che successful 
development of group life insurance in 
the last 10 led Mr. Robbins to 
censider whether the principle may not 
profitably be extended to other yroups 
than employes He credited the re 
markable growth of group insurance to 
(1) The economy of time and effort in 


years 


volved in the utilization of the ideas of 
mass selling and mass collection; (2) 
the resulting low lapse rate; (3) the 
simplicity of the group plan of insur- 
ance, renewable term; and (4) the fact 
that it meets a social need. The exten 
sions which he considered were aztt 


enlargement of the definition to include 
rade unions, teachers, 
lawyers, from a 
financial institution He said that al- 
though it was certain that, while limit 
ation to employes may not be satis- 
factory indefinitely, there would be 
rious danger in throwing the field open 
to the free competition of all companies 


associations ol 


etc and borrowers 


se- 


Cherefore, he said, it is desirable that 
some more general characteristics be 
laid down of such a nature as to give 


companies a certain amount of discre- 
tion in determining the acceptability of 
various groups and to place a certain 
amount of discretion into the hands 
insurance commissioners. 


or! 


Method for Computing Hates 


\ new method of computing non-par- 
ticipating premiums was suggested by 
|. E. Hoskins, assistant actuary of the 
lravelers The method Mr. Hoskins 
suggested, provides for the calculation 
of premiums by a which in- 
volves an assumed rate of withdrawal 
well as an assumed rate of mortal- 

A convenient arbitrary premium is 
which accumulated subjetet 
deduction of death and with- 
drawal benefits and expenses. In mak- 
ing the accumulation, the most probable 
rates of mortality, withdrawal, interest 
and expenses must be used. Mr. Hos- 


process 


as 
ity. 
assumed 
to the 


is 


kins stated that in his opinion the re- 
cent past mortality and withdrawal ex- 
perience may be taken as a fairly relia- 
ble guide for future experience. The 
| expense rate can be predicted with a 
fair degree of exactness, but the de- 


termination of the proper rate of interest 
to be used is more difficult. 

Company practice on annual state- 
ments was discussed by C. E. West, as- 
sistant actuary of the Provident Mutual 


Life. He dealt exclusively with the 
convention form of the annual state- 
ment blank. He commented on prac- 


tically every item found in the income, 
disbursements, assets, liabilities and 


Security Life 








Control Is Sold 


New York-Hamburg Corporation 
Acquires Majority of the 
Shares 


NO PERSONNEL CHANGES 


Company Will Considerably Extend Its 
Operations and Be Strengthened 
by Further Development 
The controlling interest in the Secut 
ity | 
New 
New 


pany 


ite of Chicago has been sold to the 
York-Hamburg 


York City 


Corporation ol 
which is a holding com 
allied the 

Holgarten & ( 


Banking 


and is closely with in 
vestment houses 


poration 


ot 0 


Henry Schroeder Cor 


There will be no change in 


official personnel the Security 


M. I & 
and Stephen Paul of the Schroeder 
and Adolph Schall of the New 
York-Hamburg Corporation have been 
added Messrs. Paul 
and made mem 
bers finance committee and 
Messrs. Schall and Emmerick, members 
the executive committee 


ol 
Emmerick of Holgarten 
Lo., 


hirm 


to the directorate 


Emmerick have been 


or tne 
ol 
President Johnson's Comment 


President 


O. W. Johnson of the Sx 
curity Life states that it has been the 
desire of the Security Life people to 
extend its operations. He says in his 


announcement: “The trend of the times 
is for expansion, for consolidation and 
the vesting of control of financial in 
stitutions and insurance companies not 
in one man as has largely been the case 
with our company but in a holding com 
pany, not an operating company, for the 


purpose of securing a broader distribu 
tion of stock among investors, very 
beneficial in establishing new contacts 
and new customers and in safeguarding 
the general interest.” 

President Johnson maintains a stock 
interest in the Security He states that 
the plan is to largely augment its busi 
ness by the acquisition of other com 
panies and increasing its new produc 
tion. The New York-Hamburg Corpo 
ration already owns considerable stock 


in one or two other life companies and 


is now in the field to purchase others 
in order to have a large company 

gain arn loss exhibit and showed in a 
number of cases the different methods 
that are used by companies m obtaining 
the same items. 

M. Albert Linton, vice president of 
the Provident Mutual Life, »,oke on 
Section 97 and its revision bDeciore the 
Actuarial Society of America. ric sum- 
marized the history of the charvzes and 
the work of the committee of which he 
was a member 

Ralph Keffer, assistant actuary of the 
Aetna. Life, presented a paper on an 
experience rating formula. W. R. Wil- 
liamson, assistant actuary of the Trav 


elers, discussed the question of increased 
costs in group insurance with the aging 
of the contract He used the Travelers 
experience to show that the growth of 
the average expected loss per $1,000 is 


from $8.63 in the first policy year to 
$9.95 in the tenth policv year. He gives 
the causes of the increase as the net 
effect of turnover and the age at which 
such changes take place, the steady 
growth of concerns under observation, 


formulas of insurance, such as that 
smaller amount to short 


the 

, 
which 
service employes 


gives a 
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Joint Actuarial Report 
to Be Issued Next Week 





NEW YORK, May 16.—The final 
report of the joint actuarial committee 
on disability will be given out next 
week. The actuaries have all signed the 
present findings of .the committee and 
only one of the commissioners has yet 
to sign it. It will then go to the Na- 
tional Convention of Insurance Com- 
missioners for consideration at the June 
meeting. This body, which called for 
standardization, is expected to recom- 
mend its national adoption by depart- 
mental ruling. 


The changes in the final report are 
not yet known beyond the inclusion of 
the prorating clause on a permissive 
basis. That is an) important change 
which was strenuously sought by sev- 
eral companies and represents probably 
the most drastic restriction added to 
disability underwriting. The fate of the 
other two major revisions sought, the 
liberalization in definition of disability 
and the permission for participation, is 
not yet known. Announcement on them 
will be made later. 








20 Percent of Policies 





HARTFORD, May 16.—Mothers are 
the beneficiaries under nearly 20 percent 
of all the life insurance policies in force in 
this country, which means that of the 
$96,000,000,000 of insurance in force in 
the United States, sons and daughters 
have created for mothers a _ potential 
estate of manv billions of dollars, ac- 
cording to the Travelers. 

The new policies on which sons and 
daughters in 1929 will make the first 
payments on behalf of their mothers 
will add greatly to this total. 

Records show that wives are named 
as beneficiaries in fully 50 percent of 
all policies. 


New Director of Canada Life 


Aime Geoffrion of Montreal, one of 
the most prominent and_ successful 
lawyers in Canada, has been elected to 
the board of directors of the Canada 
Life. 
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Assets Over $17,000,000 


“Buried Pensions” to Old 
Employes Costly—Graham 





NEW YORK, May 16.—The growing 
problem of the older worker in industry 
engaged the attention of the spring con- 
vention of the American Management 
Association last week at its meeting 
here. Vice-president William J. Graham 
of the Equitable Life of New York, 
who presided at the meeting, spoke 
briefly in defense of the older worker. 
He urged more work and more atten- 
tion for the man over 45, with special 
reference to the type of duties that can 
best be discharged by more mature 
workers. 

In connection with this subject he 
referred also to the industrial pension 
plan as a partial solution, defining the 
pension program as “a method of tak- 
ing old employes decently off the pay- 
roll.” 

“Those companies that do not adopt 
some sort of pension scheme,” con- 
tinued Mr. Graham, are frequently pay- 








Philadelphia Backs Bragg 
for National President 


James Elton Bragg, general 
agent in Philadelphia for the 
Union Central Life, is being 


backed by the Philadelphia Asso- 
ciation of Life Underwriters to 
succeed Paul F. Clark as presi- 
dent of the National association. 

At the Philadelphia organiza- 
tion’s May meeting, announcement 
was made that Mr. Bragg’s name 
had been submitted to the nomi- 
nating committee. 











ing more dearly than they realize in 
‘buried pension payments’ to faithful 
old employes who are not only no longer 
able to perform the duties for which 
they are being paid, but also are a con- 
stant hindrance and sometimes a safety 
hazard to the whole organization.” 


Acquire Interest in Cyclopedia 


E. Weston Roberts and Leo Rosen- 
bloom of the “Insurance Advocate” 
have acquired from G. Reid Mackay an 
interest in the Cyclopedia of Insurance 
in the United States, which will now 
be published from the new headquarters 
at 177 William Street, New York. Mr. 
Mackay will continue to publish the 
Insurance Index. 


Fein With Bankers National 


Joseph S. Fein, formerly manager of 
the Newark, N. J., office of the Jefferson 
Standard Life, and prior to that or- 
ganizer with the Travelers, attached to 
its general agency in New York City, 
has affiliated himself with the Bankers 
National Life of Jersey City as special 
organizing supervisor, for the purpose 
of assisting in the organization of the 
already established agencies and the 
procuring of new agency representation. 


General Agency Opportunities 
In the Following States: 


ILLINOIS 
INDIANA ° 


IOWA 


MICHIGAN 


Address your communications to the Agency Department 


THE MIDLAND MUTUAL 
LIFE INSURANCE COMPANY 


Columbus, Ohio 


‘‘Tts Performances Exceed Its Promises” 





In Force Over $102,500 ,000 


Frederick A. Wallis Goes 
With Union Central Life 


IS MADE KENTUCKY MANAGER 





Well Known New York City Life In- 
surance Man is Outstanding 
Public Character 





Frederick A. Wallis has been ap- 
pointed manager of the Union Central 
Life for all of Kentucky with headquar- 
ters at Louisville. The three existing 
agencies are to be consolidated under 
Mr. Wallis. Lawrence L. Anderson, Joe 
O. Russell and J. Harry Staples, the 
former general agents, will continue 
with the new agency. Mr. Wallis 
achieved distinction as manager of the 
Fidelity Mutual Life in New York City, 
building up a large business. He re- 
signed last February to return to Ken- 
tucky. He was active in public life, 
serving as commissioner of immigration 
and deputy police commissioner of New 
York City. 


Mackenzie Month Breaks Records 


A notable tribute was paid to Alex- 
ander Mackenzie, manager of agencies 
of the Manufacturers Life, in April. 
The field force in Canada and the 
United States designated April “Mac- 
kenzie Month,” making an effort to 
spell the name “A. Mackenzie” with 
applications, each application to count 
as a letter. Over 90 agents so far have 
been successful in completing this feat, 
and when returns are complete from 
outlying branches, the number may ex- 
ceed 100. New insurance in Canada and 
the United States exceeded $8,000,000, 
while the total business of the company 
from all agencies was over $12,000,000. 
It was by far the greatest month ever 
experienced in the history of the Manu- 
facturers Life. 
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Craig Warns of 
Harmful Trends 








Raps Stock Manipulation, State 
Insurance, in Address Before 
Actuaries 


KEEP NAME UNSULLIED 


Danger in Dividend Estimates Which 
Can Be Misinterpreted by 
Policyholders 


A warning against some of the harm- 
ful tendencies of the present-day in life 
underwriting, particularly stock manipu- 
lation and state insurance, was sounded 
by James D. Craig in his presidential 
address before the American Institute of 
Actuaries, in session in New York this 
week. Mr. Craig first reviewed the his- 
tory of the society and its relationship 
to life underwriting, pointing to the try- 
ing times through which the business 
went in its first decade or two. This be- 
ing the 40th anniversary of the found- 
ing of the society, he then turned to the 
present problems which are to be cared 
for during this second generation. 

Fundamental Duties Listed 


After reviewing the growth of life in- 
surance in this country, Mr. Craig said: 

“What obligations do we owe to this 
institution? Two fundamental duties 
stand out: We must keep its present 
good name unsullied and we must de- 
velop its beneficent and character build- 
ing influence still further. The high rep- 
utation that it now enjoys comes only 
from the accepted fact that companies 
operate entirely and exclusively for the 
good of the policyholder and not for the 
stockholder or any one individual. 

“Manipulation of life insurance stock 
must not be countenanced, nor support 
given to any prospectus featuring in 
glowing terms the easy, quick and sure 
return from investing in the stock of 
any proposed new company or combina- 
tion of companies. Axiomatic as this 
may seem, the fact remains that no year 
passes but some proposition comes to 
notice where it is obvious that the guid- 
ing motive is not the benefit of the pol- 
icyholder. In all such propositions the 
actuary should be quick to point this 
out 

“While guarding against disappoint- 
ments and dissatisfaction from this 
source, the actuary must also keep the 
good name of his own company untar- 
mished. He should not permit any lit- 
erature to be published which may cause 
expectations to be too high. There 
should be no ‘Blue Books’ setting forth 
dividend estimates which can be misin- 
terpreted or in any manner be mislead- 
ing. 

Develop Influence of Life Insurance 


“The second duty is the further 
development of the influence of life in- 
surance. If half the population, banded 
together as it now is under responsible 
anc competent leadership, can determine 
its natural insurance needs, supply the 
means to meet them economically and 
pe rsuade the other half as well to avail 
themselves thereof, there will never be 

tor other agencies. This develop- 
ment, it must be remembered, should 
continue to build individual initiative 
and self reliance, rather than a lack of 
personal responsibility or an assumption 
‘iat membership in any organization 
automatically carries full protection.” 

State Pension Idea Unsound 


“Massachusetts a few years ago 
a caused an investigation of old age 
“ependency to be made with the thought 
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Four Insurance Men 
U. S. C. of C. Directors 


There are now four insurance 
men as directors of the United 
States Chamber of Commerce, 
they being John H. Camlin, local 
agent at Rockford, Ill.; Walton L. 
Crocker, president John Hancock 
Mutual Life of Boston; P. W. A. 
Fitzsimmons, president Michigan 
Mutual Liability of Detroit, and 
C. A. Ludlum, vice-president of 
the Home Fire of New York. 











that the state owed a responsibility to 
those who through unfortunate circum- 
stances needed financial help. Some 
such cases did exist and always will 
exist, but close examination of the 
available information revealed the very 
important fact that much of the destitu- 
tion and distress recorded needed not 
pecuniary assistance but medical and 
other special care. Such medical and 
special care should certainly be given to 
the utmost and it is becoming more and 
more evident that many of our old age 
homes should have still further increased 
hospital service connected therewith. 
However, the adoption of any system of 
old age pension which limits itself to 
pecuniary assistance indicates clearly 
that we have failed in providing and 
causing universal adoption of such sound 
and complete methods as are inherent 
in our business, and which will cause 
the people of the nation to secure gen- 
eral independence by personal initiative. 
Problem Now Expanded 


“The protection against death has 
now been expanded to include protection 
against disability caused by disease or 
accident and presents opportunities for 
further progress. Add to this the op- 
portunity to cooperate with employers 
of labor and bring within the means of 
the working men of the country systems 
whereby each individual may, as an in- 
dependent citizen, build up a trust fund 
for his old age. The older problem of 
providing for dependents after death, 
therefore, expands into a larger one of 
providing for both one’s dependents and 
one’s self in the event of early incapac- 
ity, later old age or ultimate death.” 


Herbert H. Jones in New Post 


Herbert H. Jones has 
vice-president and agency 
the life department of the 
Bankers of Jacksonville to become a 
personal producer in the life depart- 
ment of Marsh & McLennan in Chi- 
cago. Mr. Jones has been in charge of 
the life agency force of the American 
Bankers for nearly three years. Under 
his direction production has increased 
materially. He is an experienced per- 
sonal producer, having begun insurance 
work as a rate book carrier in Paris, 
Tenn., his home town, six years ago. 
For some time Mr. Jones has desired to 
get back into personal production. He 
will be associated with Howard I. Pot- 
ter, manager of the life department of 
Marsh & McLennan in Chicago. 


resigned ‘as 
director of 
American 


Advertising Men Call Meeting 


Some of the men who are purely in- 
surance company advertising managers 
have called an informal conference to 
meet in New York the latter part of 
May to talk over some of the problems 
in their calling. The life insurance ad- 
vertising men will generally attend as a 
number are interested in this meeting. 
This has no relation to the Insurance 
Advertising Conference. 


Joins Presidents’ Association 
The Provident Life of Bismarck, 
N. D., has been elected a member of 
the Association of Life Insurance Presi- 
dents. This brings the membership to 
69, of which nine are Canadian compa- 
nies. 





a} NYLIC INCENTIVES and AIDS TO SUCCESS 





Nylic Public Service 


¢ Life Insurance is “public service.” 


q¢ It helps individuals to save and insures 

: their life values against loss by death or by 

5 total and permanent disability. 

; g¢ In order to earn interest on the policy- 
holders’ savings, it loans money to home- 

: owners, to railroads, to owners of city 

B buildings, to public utility companies, to 


the United States government, and to 
. states, counties and municipalities. 


Probably no other institution serves our 
people singly and collectively, both as 
private individuals and as citizens, in so 
many vital ways. 


A company’s usefulness to the community 
is, therefore, largely measured by the num- 
ber of people protected, the amount of in- 
surance in force and the amount of its 
invested assets. 


As of January 1, 1929, the New York 
Life had about 2 Million policy- 
holders Insured for over 
6%, Billions. 





Its Assets amounted to over 
114 Billion Dollars 





NEW YORK LIFE INSURANCE COMPANY 
51 MADISON AVENUE, MADISON SQUARE 
NEW YORK, N, Y. 
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How about a dip in the huge, glass-enclosed swim- 
ming pool—filled with soft Artesian water, drawn from a 
900-foot well—an indoor swimming paradise with the 
temperature always just right, yet with a wonderful 
beach of sand where delightful sun baths add to the 
charm of a refreshing dip! Just another one of the myriad 
attractions of Biloxi, Mississippi, where members of the 
American Central Field Club will convene next January 
for their annual frolic! And all this is further proof that, 
with the American Central, the best is none too good for 
the fieldman who shows his ability to write good new life 


iloxi 


nda! 


insurance and to renew what has been written. 


Just one of the many reasons why American Central 
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representatives are happy and successful. 
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Quality of Salesmanship 
Will Be Factor in Future 


WHATLEY AT MINNEAPOLIS 


Net Costs and Policy Forms Will Be 
Secondary to Manner of 
Presentation 


MINNEAPOLIS, May 16.—Life un- 
derwriting of the future will face more 
intense competition than today, not in 
net costs or policy forms, but in quality 
of salesmanship, S. T. Whatley, general 
agent in Chicago for the Aetna Life, 
declared at a dinner in Minneapolis last 
week given by the White & Odell 
agency, state agents for the Northwest- 
ern National Life. This sharper sales 
competition will be a natural outgrowth 
of the life insurance courses now being 
given by 100 colleges, which are not 
only training better salesmen but will 
result in a more intelligent buying pub- 
lic. Mr. Whatley said. 

Mr. Whatley was one of the principal 
speakers at the annual sales institute 
of the Minneapolis Association of Life 
Underwriters. The White & Odell 
agency dinner, attended by nearly 100 
agents and officers of the agency and 
of the company, is given annually on the 
eve of the sales institute opening. 

“We must give our clients counsel, 
real counsel,” Mr. Whatley said. “Es- 
tate matters, trust agreements, tax mat- 
ters and the like—we must be familiar 
with them all. We must be conserva- 
tors as well as creators of estates.” 

Mr. Whatley predicted a tremendous 
growth in the volume of life insurance, 
basing his conclusion on the increase 
from 50 billions in force to 100 billions 
which has taken place in the last decade, 
thus equalling in 10 years the perform- 
ance of the preceding seven decades. 
He pointed out that 20 years ago, when 
he entered the business, the average size 
policy both for his company and for 
himself was $1,800. Last year the com- 
pany’s average policy was $4,500 while 
the average written by his agency in 
Chicago was $6,000. 

“Twenty years ago insurance was 
sold for family protection only,” Mr. 
Whatley pointed out. “Today many 
definite life insurance needs have been 
developed and are constantly being 
brought out.” 

Secretary George W. Wells, Jr., also 
spoke and W. F. Grantges, agency di- 
rector, outlined the attributes an agent 
should look for in selecting a company, 
as permanence, a cooperative spirit at 
the home office, and salability of the 
policy contracts. The company as 
viewed by the country banker was the 
topic discussed by E. E. Moore, an 
agent of the White & Odell agency. 


Mortality F igures Show 
Farmer Preferred Risk 





Selling practically all its. policies to 
persons living on the farms of the mid- 
dle west, the Farmers Union Mutual 
Life of Des Moines has found through 
its mortality experience that the farmer 
is a preferred risk. The ratios of ac- 
tual to expected mortality for the years 
1923 to 1928 inclusive are: 38.3 percent, 
26.35 percent, 20.1 percent, 19.50 percent, 
32.9 percent and 8.05 percent. This last 
figure recently appeared in a table as 
80.5 percent, which was in error. The 
same error appears on page 718 of the 
1929 Little Gem Life Chart. For the 
six-year period the average per year 
was 24.5 percent of the actual to the 
expected. 

“The exceptionally low mortality ra- 
tios of the Farmers Union Mutual Life 
definitely prove that the farmer is a 
preferred risk,” said E. A. Kizer, agency 
supervisor of the company. “Our record 
of 8.5 percent for last year is without 
a parallel in this country among mutual 
or stock companies.” 
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H. J. Powell Honored 











HENRY J. POWELL 


John M. Mulford of Cincinnati, as- 
sistant manager of the Equitable Life 
of New York, inaugurated a campaign 
for new business in honor of Henry J 
Powell of Louisville, who is manager oi 
the Cincinnati office, as well as Louis- 
ville. There were 145 agents scoring 
The applications secured and all for- 
warded except those on the last day 
were 770. The volume of business was 
$3,621,285. In addition to this there 
were nine group cases with a minimum 
coverage of $3,035,700. Assistant Man- 
ager Mulford in conducting this cam- 
paign for Colonel Powell called it “A 
Month of Loving Tribute.” 

The contest began April 8 and con- 
cluded on May 7, Colonel Powell's 
birthday anniversary. Colonel Powell is 
one of the prominent men in the Na 
tional Association of Life Underwriters 
having served as its president and bee 
prominent in its councils for many 
years. 


Union Central Life Has 
Record Business in April 


\gents of the Union Central Life p 
duced in April the largest amount 
paid-for business recorded for any Apr 


in the history of the company. Th 
total was over $17,000,000. Issued busi 
ness totaled $25,716,919, which was al 
most $4,000,000 in excess of the issued 


business for April, 1928. 

All production records for the first 
four months of this year exceed thos 
for the first four months of the com- 
pany’s net previous year. 

The outstanding individual producer 
in April this year was C. W. Colgrove 
of the Darby A. Day agency, Chicago 
His total for the month was $1,151,000 
He produced this amount of business 
on 31 cases in the month. 

Mrs. Elizabeth C. Maynard of the 
Detroit agency produced $300,000 
business im April. This record came 
as the conclusion to her having held th 
lead over all other members of the De- 
troit agency for more than a year. One 
of her cases in April was a $200,000 
20-year endowment on a Detroit cor- 
poration officer. 





Announces Regional Meetings 


ma 


Agents of the Northwestern N 
Life from ten eastern and _ southern 
states will attend the easterm regiona 
convention at Niagara Falls, Can., Aug 
28-30. To that convention will go agents 





from Michigan, Indiana, Ohio, Pen" 
sylvania, New Jersey, North Carolina 
Kentucky, Tennessee, Virginia 
West Virginia. Two other ree 
meetings will be held, one at Breezy 


one at  Troutdale-in-the-Pines, "eat 
Denver, Aug. 28-24. 





Point, Pequot, Minn., Aug. 12-1! and 


: 
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Survey Shows Big Growth 




















_| More Than Billion Dollars in Life Insurance Payments 








Goes to Wage Earners and Lower Salaried Groups 


Annually, According to Report of Economist 





WASHINGTON, D. C., May 16— 
Of the total amount of income accruing 
to insurance beneficiaries in the United 
States growing out of death claims, en- 
dowments, annuities, disability claims, 
dividends, and payments for lapsed, sur- 
rendered and purchase policies, more 
than $1,000,000,000 annually goes to 
wage earners and the lower salaried 
groups, according to the estimate of Dr. 
Leo Wolman, as stated in his chapter 
on “Labor” of the survey of the Na- 
tional Bureau of Economic Research. 
Dr. Wolman also notes that life insur- 
ance has been growing faster than the 
population in this country. 


Result of Research 


The survey is the result of extensive 


man, “and accounted in 1927 for roughly 
three-fourths of the total amount in 
force. It appears also to be growing at 
no diminished rate and its present an- 
nual increase is greater than that of 
group and industrial insurance com- 
bined.” Dr. Wolman adds that a sub- 
stantial and growing volume of ordinary 
insurance is held by the wage earning 
class. 

Dr. Wolman refers to a study made 
by the Phoenix Mutual Life, which dis- 
closed that the average per capita insur- 
ance holdings in 1897 were as follows 
for the classes named: Office employes, 
$4,043: retail clerks in stores, $3,450; 
skilled workers in manufacturing, $4,594, 
and unskilled workers in transportation, 
$3,163. 








$746,000 
A DAY 


On each business day during 
1928 The Prudential paid out 
to policyholders or to their 
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Aviation Risks Must Be 
Carefully Underwritten 





NEW YORK, May 16.—The growing 


Two Life Pienitin Get 


Handsome Tax Refund 





A refund of $692,947.86 to the John | 
Hancock Mutual Life has been author- | 


an emergency fund when 


money was sorely needed. 
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Action! When you want it 
you get it 


CTION! It is demanded of you, and you 


in turn demand it of your assistants. 


A filed letter or business document is of most | 
value to you the minute you want it—not 
later in the day—not some other day. 


Just one thing governed in designing the new 
GF 700 line of files, and that was permanent 
filing efficiency. We made these files so that 
it is quick and easy to file a letter or other 
document in its proper place, and just as quick 
and easy to find it again when it is wanted. 


Every detail contributes to permanent speed 
and usefulness—strength and capacity in- 
stead of weight and bulk; valuable extra 
inches of filing space; drawers that glide 
smoothly on frictionless rollers; quick re- 
leasing, yet positive compressors; beautiful, 
durable and easy-to-clean finish. All these 
features come at a cost surprisingly low. 


And there is a GF 700 line file to fit every 
business record, from a 214 x 3 card to the 
largest ledger sheet. 

THE GENERAL FIREPROOFING COMPANY 


Youngstown, Ohio Canadian Plant, Toronto 
\BRANCHES AND DEALERS IN ALL PRINCIPAL CITIES 





The GF Allsteel Line: Safes - Filing Cabi + Sectional 
Cases «. Desks «. Tables . helving ~. Transfer 
Cases . Storage Cabinets . Document Files . Supplies 


‘ 


700 LINE FILES 


Attach this coupon to your firm letterhead 
THE GENERAL FIREPROOFING COMPANY - Youngstown, Ohio ‘N-U- 


Kindly send me a copy of the GF Allisteel Desk Catalog. 

















Name. Firm 
Address 
~ City State ¢ 

















American Institute Spring 
Program Is Announced 








SUBJECTS UP FOR DISCUSSION 





Disability Clause, Investments, Under- 
writing Large Risks and the Han- 
dling of Aviation Cases 


The spring meeting of the American 
Institute of Actuaries will be held at 
the Edgewater Beach hotel in Chicago, 
June 6-7. The papers will be by Percy 
H. Evans, Northwestern Mutual Life, 
on “Substitutions and Some Related 
Topics”; R. E. Moyer, National Life, 
U. A., on “Modern Treatment of 
Premiums at Death”; H. H. Jackson on 
“A Final Illmess Benefit’; R. B. Rob- 


bins, Union Labor Life, on “The Ac- 
crued Liability of Retirement Plans”; 
J. F. Reilly, University of Iowa, on 
“Osculatory Interpolation with Trig- 
onometric Functions.” The informal 
discussions will cover the following 
topics: 


Informal Discussions 


I. Disability: 

A. What advantages and disadvan- 
tages are likely to follow the introduc- 
tion of the “prorating” disability clause? 

1. Will it affect the sale of the dis- 
ability benefit? 

2. What difficulties will be encount- 
ered in handling claims? 

3. What influences will such a pro- 
vision have on the underwriting of dis- 
ability benefits? 

B. Is it advisable to write policies 
providing for disability indemnity while 
the insured is able to earn a small pro- 
portion of his normal earnings? 

Cc. What active life reserve should be 
carried with a 90-day disability clause? 

II. Investments: Should a life insur- 
ance company be allowed under the law 
to invest in more classes of securities 
than are now considered legal for life 
insurance investments? What changes 


should be made? What restrictions 
should be imposed? 
Il. Underwriting: What methods 


can be adopted to avoid adverse mor- 
tality on large risks? What are some 
ef. the possible causes? 

IV. Aviation: What has been the re- 
cent mortality among policyholders from 
aviation? 


PENN MUTUAL SCHOOL 
FOR AGENCY SUPERVISORS 





The second Penn Mutual school for 
agency supervisors is now being held 
at the home office. Among the agencies 
represented by supervisors are Minnea- 
polis, Grand Rapids, Salt Lake, Brook- 
lyn, Jackson, Miss., St. Louis, Newark, 
Pittsburgh, Detroit, Raleigh, Bourne & 
Durham of Philadelphia, Omaha, Mem- 
phis, McWilliam & Hyde of New York, 
Sacramento, Boston, Portland, Ore., Los 
Angeles. The school is in charge of 
Vincent B. Coffin, director of education. 
It opened May 9 and will close May 
24. The faculty is composed of Mr. 
Coffin and Home Office Representatives 
Preston, Conway, Taylor and Hopkins. 
Among the experts who are taking part 
are Hugh D. Hart, John A. Stevenson, 
J. Elliott Hall, Ralph G. Engelsman, 
Holgar J. Johnson, E. Paul Huttinger. 
Every feature of an agency supervisor’s 
work is being discussed. There is a ses- 
sion each morning, together with sev- 
eral evening conferences. 


Mutual of Canada Names Managers 


The Mutual Life of Canada announces 
the appointment of R. C. Carter, for- 
merly manager for New Brunswick, as 
manager of the southwestern Ontario 
division with headquarters at Windsor, 
Ont. J. M. Carson, formerly with the 
company in Montreal, takes his place as 
New Brunswick manager, with head- 
quarters at St. John. 


The Colerade Life was last week ad- 
mitted to Montana. 











JAMES A. MecLAIN 


April was given over by the Guar- 
dian Life field force to honoring Super- 
intendent of Agents James A. McLain. 
The total amounted to $16,293,220. It 
broke all previous production records 
for any month in the company’s history 
It was 25 percent greater than the 
best previous month’s total. D. L. Har- 
ris of Denver was the individual leader 
with 40 applications. Jacob Grob of 
Cleveland finished second with 36. Sid- 
ney K. Lehman of Los Angeles and 
A. B. Siegel of New York City each 
hed 26 applications. Mr. McLain is 
proving a popular agency leader. 


Bankers National Life 
Companies Grow Fast 





With the issue of a consolidated finan- 
cial statement of the Bankers National 
Life companies, the growth of this trio 
of companies, one located at Kansas 
City, Mo., one at Jersey City, N. J. 
and one at Jacksonville, Fla., is seen 
They are all young companies. The 
Kansas City company, ofiginating in 
Denver and later moving to Kansas 
City, started in 1923. The Jacksonville 
company started in 1925 and the New 
Jersey City company in 1927. The joint 
statement as of the last year end shows 
total assets of $1,850,195, legal reserve 
of $1,016,714, capital and surplus 0! 
$738,817, imsurance in force of $40,005,- 
511 and gain in insurance in force dur- 
ing 1928 of $22,879,974. These aggres- 
sive companies are under the direction 
of Ralph R. Lounsbury, who is presi- 
dent of the western and southern units 
and executive vice-president of the east 
ern organization. 


Calvin Coolidge’s Associates 


The agency committee of the New 
York Life, on which Calvin Coolidge 
will serve, is composed of the following 
members: Directors Calvin Coolidge. 
Frank Presbrey, Cornelius N. Bliss. 
Charles D. Hilles, Ridley Watts, Ger 
rish H. Milliken, and Vice-Presidents 
Thomas A. Buckner and Walker Buck 
ner. The committee will elect its ow" 
chairman, probably at its next meeting 
June 12. 


“Clic Club” Meets in Chicago 


The 1929 convention of the Clic Club 


of the Continental Life of St. Louts 
will be held at the Edgewater Beac! 
Hotel, Chicago, Aug. 19-20. Plans for 


the convention are in charge of Secre- 
tary Dewitt Mills. The club year closes 
June 30 and the agents have until July 
15 to. pay for club business. 
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Luther Comments 
on Future Days 


(CONTINUED FROM PAGE 4) 


tection to some figure near $95,000,- 
000,000, 

A great field of opportunity has a 
proportionate amount of very real dan- 
ger. Let us not forget that our business 
expanded only when thrift and saving 
joined hands with pure protection. To 
destroy that conception in the public 
mind is to place a destructive tide-wash 
against the very foundation of the struc- 
ture we have reared. 

\n optimist is one who sees oppor- 
tunities in every difficulty. In this con- 
nection I think of “competition” and of 
the very real difficulties that it seems to 
present to many life insurance salesmen, 
Here again is a common fallacy. So 
many of us concentrate our efforts on 
rates, comparisons, and other technical 
features, which tend only to confuse the 
prospect and sow the seed of dowbt in 
his mind. ‘Such tactics do not help to 
sell the idea of life insurance, or to em- 
phasize the need for it. 

The good salesman is not disturbed 
by competition within the business. He 
recognizes his task and his opportunity 
to sell the services of the institution of 
life insurance, thus securing for it the 
investment of funds which would other- 
wise be  diverted—wasted through 
speculation, absorbed by non-essentials, 
or expended on luxuries. He realizes 
that the only real competition is from 
without. 

The salesman whois an “order- 
taker,” who calls on prospects without 
any definite plan, or without anything 
tangible to suggest, who does not at- 
tempt to sell ideas or uncover needs, 
but who hopes to stumble across some- 
one who is “interested” in life insur- 
ance, or who is considering it, is natu- 
rally the one who encounters “com- 
pany” competition, for he is endeavor- 
ing to capitalize on the efforts of an- 
other, and to shape the situation to his 
own end. His only hope is to “cloud 
the issue” and unfortunately he fre- 
quently does so, hindering or even de- 
stroying the sale. 


Followed Economic History 


Our business has followed the eco- 
nomic history of the nation and we, the 
distributors of life insurance, find our- 
selves in the most important and self- 
rewarding end of the business. 

Our problem is not so much the 
knowledge of life insurance itself, but 
the constant study and analysis of the 
needs that it will fill, This demands a 
rare insight into human nature, into the 
motives that actuate men in their per- 
sonal and business affairs. It calls for 
nothing so much as an honest desire to 
help the other man in the solving of his 
problem, talking in his language, witlr a 
knowledge and understanding of his 
tims, ambitions and circumstances. 

_In all of this we must have vision. 
Vision means that we must do long dis- 
tance thinking. Vision points ahead 10, 
15, 20, yes 50 years. We ‘must know 
what we want to accomplish before we 


can expect to do anything. The ques- 
tion is not whether the life insurance 
business will grow this year, and next 
year, and the year after that—but 


whether we, the individuals in the busi- 
ness, will grow and be of increasing 
service, due to our better knowledge, 
larger vision, and improved methods of 
Operation. Industry, other lines of 
»usiness and prosperity in this country 
are setting a fast pace. Developments 
almost beyond our comprehension are 
taking place daily. We have a real task 
ahead of us to keep abreast of the times, 
and we must do so, for our business 
serves other businesses, and the funds 
entrusted to us play an important part 
in the nation’s industrial, economic and 
social Structure. If we, whose duty it 
7 to advance the cause of life insur- 
‘ice, retard its growth by not making 
‘he most of our opportunities, then we 
‘inder progress as a whole. 





Disability Now . 
Is Major Topic 


(CONTINUED FROM PAGE 3) 
now so generally incorporated in acci- 
dent and health policies. 


Talk Stop-Loss Clause 


Another matter discussed at some 
length, but without any action or defi- 
nite expression of sentiment, was that 
of a stop-loss clause, which would limit 
the amount to be recovered under the 
disability contract to the face of the 
life policy. If that idea were followed 
out strictly, it would limit disability 
payments, on the basis of 1 percent of 
the face of the policy per month, to 8% 
years. One suggestion made in that 
connection was to fix the limit at 10 
years, which would carry it a little be- 
yond the amount of the policy, but still 
would serve to prevent too heavy a 
drain on a company under the disability 
clause. This idea is quite similar to the 
“aggregate indemnity” plan adopted by 
several companies for accident and 
health insurance, on both the non-can- 
cellable and general commercial forms. 


Disability Rate 
Issue Is Raised 


(CONTINUED FROM PAGE 3) 
being able to show a profit and most 
showing huge losses in its underwriting. 
Still they have written it in increasing 
abundance until today it is a sizable 
premium producer—and, unfortunately, 
a more sizable loss producer. A report 
recently made, based on reports to the 
Unique Manual Digest, showed that 39 
life companies had disability premiums 
of nearly $30,000,000 last year, which 
makes an average of $750,000. Dis- 
ability coverage is decidedly a factor in 
competition today and these clauses are 
called into play in many cases. 


Mini Premi Proposed 





It is suggested by some that a mini- 
mum premium schedule be adopted for 
the clause, permitting the companies 
freedom of range above the danger 
mark, but prohibiting the reduction be- 
low that point—which can easily be 
forced down by a real competitive war. 
Added impetus is given to the force of 
competition by the very increase in 
attention given the clause the past year. 
No one can easily ignore it today, and 
it is not difficult to picture the inroads 
some companies might make if they 
desired to cut under the others in the 
satisfaction of the urge for business. 
It might prove a costly move, but that 
is inevitably the result of a competitive 
drive and is not often considered until 
the actual figures in deep red are shown 
on the wall. 





KLEE JOINS MANHATTAN LIFE 





NEW YORK, May 16.—Walter R. 
Klee has been appointed general agent 
for the Manhattan Life in uptown New 
York City, with offices in the home of- 
fice building at 654 Madison avenue. 
Mr. Klee is one of the well known 
large producers in New York and has 
been with the J. Elliott Hall agency of 
the Penn Mutual Life as associate gen- 
eral agent. 

Mr. Klee has had long experience in 
the life insurance business, being special 
agent for the Travelers from 1916 to 
1918 in Baltimore and from 1918 to 1925 
in New York City. During this con- 
nection, he insured the American Re- 
lief group under Herbert Hoover for 
$500,000 group and $500,000 additional 
independent policies. In 1925 he joined 
the Hall agency and in his first year 
ranked third in paid business in that 
organization. During 1927 he insured 
three members of a Wall street banking 
house for $250,000 each and a promi- 
nent advertising official for $250,000. 


INSURA 


NCE EDITION 


HE desire for extreme 
slenderness is bringing 
serious consequences. 


When stimulants, sedatives or 
drugs are substituted for the 
food needed to build health, the 
penalty is certain and severe— 
frequently broken health and 


sometimes death. 
often more 


falsehoods. 


Half-truths are 
dangerous than 
While it is true that an excess 
of fat is frequently dangerous 
in the later years of life, it is 
not’ true that young people— 
under thirty years of age—can 
ordinarily expect to have good 
health if they avoid wholesome 
body-building foods and persist 


in a rigid “reducing” diet. 
There are certainly more cases 
of tuberculosis among young 


“underweights” than there are 
among those of normal weight. 


During childhood and the early 
adult years, Nature demands a 
bodily reserve upon which she 
can draw to fight disease. In 
youth a few pounds of excess 
weight are a valuable protec- 
tion against physical break- 
down. The sacrifice of this 
needed tissue may result in 
permanent injury. 


There is no mystery today in 
what constitutes an intelligent 
diet. The doctor who would not 
hesitate to prescribe a stimu- 
lant or a sedative in case of 
emergency, would forbid their 
use in place of needed foods. 


A famous health expert was 
asked, “Do you think stimu- 
lants are harmful to everybody, 
no matter in what degree the 








ae 


stimulants are used?” He said, 
“Not always, but everyone 
should try to make himself so 
fit, physically, that he will not 
need or desire artificial stimu- 
lation. The hunger for stimu- 
lants is an indication of weak- 
ness and evidence of improper 
diet or other incorrect living 
habits.” 


Certain practices trick the ap- 
petite and dull the desire for 
food. When the demands of a 
normal appetite are too fre- 
quently denied, the appetite 
may be lost and food may be 
made repugnant. 


If the fathers and mothers of 
tomorrow will eat properly, 
exercise properly, work prop- 
erly, sleep, breathe, stand, walk 
—yes—and think properly, they 
and their children will have 
better health and longer lives. 


* * * 


The Metropolitan Life Insur- 
ance Company has the privilege 
of consulting the world’s most 
famous specialists on impor- 
tant questions of health. While 
the Metropolitan wishes to 
point out most emphatically 
the danger of too strenuous 
dieting at the earlier ages, it 
also wishes to stress, no less 
emphatically, the danger of 
overweight at the older ages. 


Our booklet, “Overweight,” 
tells the best methods to con- 
trol these evils. It also tells 
what you should weigh consid- 
ering your age and height. Ask 
for Booklet 5 N U 9—mailed 
free. Address Booklet Depart- 
ment, Metropolitan Life Insur- 
ance Company, New York, 
= 4 


Stimulants, Sedatives or Food— 
from a Health Standpoint 


METROPOLITAN LIFE INSURANCE COMPANY 
NEW YORK 


Biggest in the World, More Assets, More Policyholders, More Insurance in force, 
More new Insurance each year 
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The DOORWAY 


to OPPORTUNITY 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


0. J. ARNOLD, PRESIDENT 
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A YEAR OF 


SIGNIFICANT PROGRESS 


20% 


Increase in New 
Paid for Insurance 
in 1928 


HOME LIFE INSURANCE COMPANY 


ETHELBERT IDE LOW, 


OF NEW YORK 


President. 


JAMES A. FULTON, 
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Seek 50 Million Before 
Company’s 21st Birthday 


SET BY AGENTS THEMSELVES 
Sullivan and Dingman Chief Speakers 


at Closing Session of Great 
Northern Convention 





In response to an appeal by A. R. 
Smith of Cleveland, state manager for 
Ohio, agents of the Great Northern Life 
at the closing session of its 20th anni- 
versary convention in Chicago pledged 
themselves to use their best efforts to 
increase the amount of insurance in 
force, now $36,000,000, to $50,000,000 be- 
fore the company celebrates its 21st 
birthday next May. The response to 
Mr. Smith’s suggestion was immediate 
and enthusiastic. 

In opening that session John A. Sulli- 
van, vice-president in charge of the life 
department, had presented a blackboard 
review of the progress made along vari- 
ous lines, especially urging greater effort 
toward conservation of business and re- 
duction of lapses. 

Two Lines Naturally Interlock 


Dr. H. W. Dingman, vice-president 
and medical director of the Continental 
Assurance, the closing speaker, touched 
on sales, underwriting and selection in 
his address, and as usual made a big hit 
with his audience. He presented a sug- 
gestion for hooking up the accident and 
health sale with a life insurance can- 
vass, emphasizing the natural interlock- 
ing of the two lines. If a man has 
bought a policy with $250 monthly in- 
demnity, his suggestion was that the 
agent should ask him, after he has de- 
livered the policy: “Now do you think 
that there is any chance that I have sold 
you too much, and that you don’t really 
need that much insurance?’ As the new 
policyholder has presumably set the 
amount himself, he probably will say 
that he thinks he needs that much or 
he. wouldn’t have bought it. The con- 
versation can usually be directed so as 
to get him to say that that is the 
amount his family would need in case 
of his disability. Then the agent can 
point out to him that $250 a month, 
capitalized at 6 per cent, is $50,000, and 
he has the stage all set for his life in- 
surance talk. 

Shouldn't Tell Wife About It 


On the question of allowing the pros- 
pect’s wife to spoil a life insurance sale, 
Dr. Dingman took the position that a 
man should never tell his wife that he 
is going to buy life insurance for her 
benefit, any more than he should tell 
her he is going to buy her a birthday 
present or a Christmas present. 

He said that the agent always has a 
double sale to make, first to the pros- 
pect and then to the home office and if 
there is anything in the prospect’s past 
history that might make the company 
regard him as a questionable risk, he 
advised the agent to lay all his cards 
on the table. He said that his first 
question in passing on a risk is: Who 
is the agent? What is his average type 
of business? He declared that an agent 
who establishes a reputation for him- | 
self at the home office in this respect is 
in a highly advantageous position and 
that there are some agents whose word 
he would take over an inspection report. 

The importance of proper selection 
of risks by the agent was also empha- 
sized by C. O. Pauley, secretary of the 
Great Northern, particularly in connec- 
tion with accident and health business. 
He pointed out that the submitting of 
doubtful cases means more grief for the 
it does for the 





agent in the end than 
company. 
The R. B. Taylor agency of the Equi- 


of New York in Philadelphia | 
offices to the vuaetity- | 
building 


table Life 
has moved its 
Philadelphia Trust 


May 17, 1929 


American Life Moves to 
Spacious New Quarters 





OCCUPIES TOP THREE FLOORS 
Quietly Bought Old Union Trust Build. 
ing but Sold it and Leases 
Space 


DETROIT, May 15.—President Cia: 


ence L. Ayres and employes of the Amer 


spent a busy, crowded day 
yesterday welcoming friends—both 
business and otherwise—to their new 
quarters on the top floors of the Fide!- 
ity Trust building, which is located o: 
Griswold street in the heart of the 
financial district and gives the Ameri- 
can Life one of the most convenient 
and spacious suites of offices in the 
city. 

The rooms were decked with flowers 
for the occasiom and a gala spirit per- 
vaded all. The Fidelity Trust has just 
completed renovating and redecorating 
the building throughout, following the 
departure of the Union Trust, which 


ican Life 














CLARENCE L. AYRES 
President American Life 


had occupied the entire structure, ‘ 
its new building in the next block. 

Mr. Ayres revealed that he had pur- 
chased the present Fidelity Trust build- 
ing from the Union Trust im 1926, whe 
the Union Trust first announced the 
plans for its new home. The pric« 
that time was reported around $2,000,- 
000. 

Quietly Bought Building 


He bought the building, Presid 
Ayres revealed, with the intention of 
operating it as the American Life build- 
ing and occupying the ground floors for 
his home office. But subsequently 
developed that the Fidelity Trust was 
anxious also to locate im the financia 
district and in 1927 it purchased the 
building from Mr. Ayres, with the 
derstanding that the top floors w 
be reserved for the use of the Am: 
Life. 

The present arrangement gives ti 
American Life three floors at the top « 
the 11-story building and an opti 
two more next below. The Fidelit 
cupies the three floors from the g1 
up. Both concerns feel they have 
plenty of room to grow, and look ! 
ward to a long residence in their 
ent quarters. 

Today, on moving to its newest 





| ters, the company has $94,000,000 


surance in force and $15,000,000 
sets which have grown from th« 
000 first gotten together in 190 
capital on which to start | 
Ayres confidently predicts the co! 
will pass the $100,000,000 inst 
mark during the first year of 
pancy of the new quarters. 
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A New Profit Maker 
in Accident Insurance 


Our new AA contract contains all the cov- 
erage of standard accident policies and in addi- 
tion pays (1) double indemnity for automobile 
accidents, (2) single indemnity for airplane 
travel accidents, (3) X-Ray examination 
benefits. 


Your clients will be well protected with 
this up-to-daté- contract and you will be repaid 
for your time. Circulars on request. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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Whatever Your Life Insurance Needs 
There is a JOHN HANCOCK POLIcyY to Fill Them 


E IT for personal or business protection, or for home 

and family, with settlement of the proceeds by lump 
sum or by instalment or income payments. Annuity con- 
tracts in various forms. Total Disability and Double In- 
demnity issued. 

Special policies covering Partnership Agreements, 
Funds to guarantee a College Education, to provide Be- 
quests, to cover Mortgages, Inheritance Taxes and Estate 
Shrinkage—thus making certain the carrying out of al- 
most any program involving Life or Money values. 

Group insurance has been issued since 1924. The Com- 
pany now issues Wholesale and Salary Deduction insur- 
ance, to which was added in 1928 Group Accident and 
Sickness insurance, and Group Accident and Dismember- 
ment insurance. 

Investments are of high quality, carefully distributed 
as to farm and city mortgage loans, public utilities, govern- 
ment bonds and railway securities. 

Dividend payments are at the highest scale in the Com- 
pany’s history. There has been a general reduction in 
annual cost to policyholders during the past seven years, 
while in the same period the Company has doubled its out- 
standing insurance and financial resources. 


Surplus over all Liabilities, $38,667,784 
Reserves, $447,834,175; Other Liabilities, $9,669,748 
Total Assets, $496,171,707 
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oF BosTON. MASSACHUSETTS 




















SALARY 


AND 


TRAVELING EXPENSES 


TO THE MAN 


who can make Bank connections and 
establish good working relations for 
our Special Representatives. 


If you have never had experience 
working with the Local Banker, you 
won't do. 


If you can get his co-operation—sell 
him our plan—there is a good posi- 
tion waiting for you with the 


AMERICAN NATIONAL 
ASSURANCE CO. 


O. L. HOLLAND, President 
3719 Washington Blvd., St. Louis 








Just After Its Year 
of Greatest Progress 


—this Company is establish- 
ing new records of production 
month by month. Splendid op- 
portunities in nine Pacific 
Coast and Rocky Mountain 
States for industrious men 
with good records. Direct 
Home Office contracts that 
give you all you earn. 


CALIFORNIA STATE LIFE 
INSURANCE COMPANY 


J. ROY KRUSE, President 
JAMES H. COLLINS, Supt. of Agencies 


Home Office: Sacramento 
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Clarence Linz’ One-Word Message 


On the back cover of the convention 
number of the SourHLAND Lire of Dallas 
organ, First Vice-President Ciar- 
Linz sends a message to agents 


word. 


house 
ENCE E, 
the company 
Mr. Linz was called up over the 
distance ‘phone and requested to dictate 
his monthly letter to agents for this jpar- 
ticular issue. He stated that he was very 
busy working in the field and if agents 
were working as hard as he was a letter 
Hence the only 


of consisting of one 


long 


would not be necessary. 


message that he had to convey is, 

This after all in compact form conveys 
a forceful message to all men whether in 
the home office or field. There is no sub- 
stitute for work. Work always brings ‘re- 
sults. Agency men who have had long 
experience declare that they never knew 
of a failure in the life insurance field if 
an agent really worked consistently, sys- 
tematically and put in as many hours as 
he would if he were employed to work 
on a salary. 


Life Insurance Specialty Companies 


THere have been within recent months 
two legal reserve life insurance companies 
organized in Illinois to appeal largely to 
farmers. This seems to be picking the 
farmers out of the general fabric of the 
country and making them special pros- 
pects for companies. The Country Lire 
of Chicago commenced business with $100,- 
000 capital and $21,000 surplus, it being 
affiliated with the ILtinois AGRICULTURAL 
ASSOCIATION, 

The State Farm Lire of Bloomington 
commenced business with $200,000 capital 
and surplus $199,000. It was organized by 
the same interests identified with the State 
Farm AvTOMOBILE INSURANCE .COMPANY 
of Bloomington. 

While farm mutual fire insurance com- 
long been a factor in their 
line, capital has not found its way into 
life insurance specially for farmers, al- 
though the FarMers Mutwat Lire of Des 
Moines has specialized in that field for 


panies have 


companies are organized in many states. 
There are farm automobile insurance com- 
panies. The regular legal reserve life 
companies have taken care of the farm- 
ers evidently in a satisfactory manner. 
Whether legal reserve companies allied 
with the farm organizations will have any 
greater advantage remains for the fu 
ture to show. 

The Unton Lasor Lire 
a few years ago to. deal largely with 
trade union labor members. In our 
opinion, while there may be some talk- 
ing points for agents to go into the 
field with these specialty companies and 
raise the class cry, yet it can said 
that the regular companies have -ren- 
dered the highest kind of service to all 
There is some- 


was launched 


be 


occupations and creeds. 
thing very democratic and cosmopolitan 
regular life insurance company 


which gathers within its fold those of 


in a 


all classes, endeavoring to treat every- 
one equally. 


**Out’’ Salesmen See ‘‘In’’ Prospects 


some years. Farm windstorm and_ hail 
THe Acacia Mutuat Lire in one of 
its publicity cards coins an_ interesting 


phrase when it says: “It's the ‘out’ sales- 
men who prospects.” Years 
ago the late Georce W. Perkins 
was vice-president of the New York Lire 
he thad in all branch offices a sign, 
“Close Down Those Desks.”  Insur- 


see the ‘in’ 


when 


ance men realize that not much busi- 
ness is written while they are sitting 
at their desks. When applications are 
secured, prospects interested and _ busi- 
ness is being built, are out 
on the firing line hard at work, using 


their brains and shoe leather as business 


salesmen 


producers. 


Learning Lessons from Failures 


THE person who is unable to learn 
something from his failures is to be com- 
miserated. The very best food for 
thought is to study the causes of one’s 
failures or weaknesses. When one 
fed on flattery and seeks it, when he 


is 


endeavors at all times to elicit compli- 
ments, he gives every sign of weakness. 


Many a man has become strong be- 
cause he has given absorbing thought to 
the causes that have led to his defeat 
or failure. He uses these as stepping 
stones to higher attainments. There are 


abundant lessons to be learned from a 


comprehensive study of one’s own mis- 
steps. , 


“Work.” 





PERSONAL SIDE OF BUSINESS 














Commissioner H. O. Fishback of 
Washington, former president of the In- 
surance Commissioners Convention and 
one of the veterans of that organization, 


recently celebrated his 70th birthday. 
The date was also his 45th wedding 
anniversary. 


In honor of President T. A. Phillips, 
Minnesota Mutual Life agents turned in 


$8,000,000 in new business in April. This 
was practically equal to one-half the 
total business in force when Mr. Phil- 


lips joined the company, 


Miss Winifred C. Walker of the Pru- 
dential St. Louis agency has been elect- 
ed president of the Business & Profes- 
sional Women’s Club of St. Louis. 


H. Kenneth Cassidy, Kansas mana- 
ger of the Inter-Southern Life, with 
headquarters in Wichita, has been ap- 
pointed Kansas state chairman of the 
American Legion citizens’ military 
training camp committee. Mr. Cassidy 
has always been active in the American 
Legion and holds a commission as lieu- 
tenant colonel in the Kansas National 
Guard. 


Sumner M. Cross, president of the 
Columbia Life of Cincinnati, has been 
made chairman of the entertainment 
committee for the American Life Con- 
vention, which will hold its annual meet- 
ing in Cincinnati the week of Oct. 14. 
Mr. Cross will head the committee that 
will look after the local entertainment 
features. He called his first meeting 
for Tuesday of this week. 

Paul F. Clark of Boston, 
the National Association 
derwriters, 
eral Federation of 
Swampscott, Mass., 


president of 
of Life Un- 


Women’s Clubs at 


May 29. 


Clarence J. Daly, president of the 


committee at the state convention j, 
Richmond June 26 on account oi 

health. Mr. Angell prominent 
business and politics in his state. 
was spoken of as a candidate for 
ernor this year. It 
physician has directed him to give wy 
active participation in politics and als 
to shut down to some extent on his 
business activities. E. Lee Trinkle 
vice-president of the Shenandoah Life 
who is now giving all his time to the 
company, was formerly governor of Vir 
ginia and naturally is well known 
throughout the state. 


is 
Hy 


JOV- 


Col. C. B. Robbins, president of the 
Cedar Rapids Life, former assistant 
secretary of war, has been elected na- 


tional vice-president of the Reserve 
Officers’ Association of -the United 
States, representing the Iowa _ corps 
area. 

As an expression of appreciation of 
Colonel Robbins’ election, which took 


place at the national convention in In- 
dianapolis, the Iowa area plans a mem- 
bership drive. 

Objects of the organization are pro- 
motion of reserve affairs, obtaining in- 
creased appropriations for training, ad- 
vising reserve officers of changes in 
regulations and maintaining contact be- 
tween the citizen-soldier and the war 
department. 








Capt. Harvey White, vice-president of 
the Inter-Southern Life, Louisville, has 


| been named a member of the Louisville 


will speak before the Gen- | 


board of public works. Mr. White was 
chairman of the same board in 1920 
He also served as city treasurer and 
city auditor. 


C. S. Whitfield, who was formerly 
vice-president and secretary of the Com- 
monwealth Life of Omaha, has become 
president of the Home Owners Loan & 


| Investment Company of Orlando, Fla 


Capitol Life of Denver, has been elected | 


a member of the board of directors of 
the Denver branch of the Better Busi- 
ness Bureau. 


Surrounded by a group of 21 relatives, 
including children and grandchildren, 
Mr. and Mrs. O. B. Jackman celebrated 
their golden wedding with an elaborate 
dinner at Des Moines. Mr. Jackman 
has been superintendent of agencies of 
the Bankers Life for many years. Mr. 
and Mrs. Jackman were married May 7 
1879, at Clinton, Ia.. home of Mrs. 
Jackman’s parents. They have lived at 
their present residence in Des Moines 
for 32 years. 
announced in Virginia last 


It 


was 


week that Robert H. Angell of Roan- | 


oke, 
Life, 


tion as chairman of the Republican state 


Va., 


president of the Shenandoah | 
is expected to tender his resigna- | 
conditions. 


When the Commonwealth Life was 
merged Mr. Whitfield became manager 
of the International Life. 


O. J. Lacy, vice-president and agency 
director of the Minnesota Mutual Life, } 
has returned from a six weeks’ trip 
through the west. He reports condi- 
tions generally satisfactory, with pros- 
pects of a good year for his company 
in that territory. 


M. J. Dillon has just observed his 
20th anniversary as St. Paul manager 
for the Pacific Mutual. i 


John J. Lentz, president of the Amer- 
ican Insurance Union, spoke in Des 
Moines this week on “Rushing Through 
Russia in Search of the Truth.” Mr 
Lentz, a former congressman from 
Ohio, recently returned from Russia 
where he made an extensive study 0! 











LIFE AGENCY CHANGES 











TYSON WITH GUARDIAN LIFE 


Well Known Equitable Life of Iowa 
General Agent at Philadelphia 
Takes New Post 





The Guardian Life announces the ap- 
pointment of James A. Tyson as man- 
ager of its Philadelphia agency. He 
will make his headquarters 910 Franklin 
Trust building, Chestnut street at 15th. 

A native Pennsylvanian, Mr. Tyson 
received his early education in the 
schools of that state, graduating from 
Bucknell University in 1911. Several 
years of teaching school followed, and 
then he entered the selling field as 





central Pennsylvania sales manager fot 
a publishing house. = 
Attracted by the possibilities in life 
underwriting, he entered the life insur- 
ance field in 1915 as an agent. Late 10 
1916 he became associate general agent 
at Williamsport for the Equitable Life 
of Iowa. His appointment as genera! 
agent at Harrisburg followed two years 
later. He remained in that post unti! 
1925, when he was appointed general 
agent at Philadelphia, he being a mem- 
ber of the firm of Wallis & Tyson. 
Ever since entering life insurance 
work Mr. Tyson has been an active | 
force in the Life Underwriters Associa- | 
tion. He was one of the organizers of 
the Williamsport association and serve 
as secretary and treasurer. 
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burg he served as president. Since his 
residence in Philadelphia he has been a 
member of the board of directors and 
served as chairman of the membership 
conmuttee. 


Vv. D. GRIFFIN IS ADVANCED 





Becomes General Agent of Northwest- 
ern Mutual at Manchester, N. H., 
Succeeding E. W. Chubb 





(he Northwestern Mutual Life has 
announced the appointment of Vaughn 
D. Grifin as general agent in New 
Hampshire and Vermont, with head- 
quarters at Manchester, N. H. 

Mr. Griffim succeeds E. W. Chubb, for 
more than 12 years general agent in 
that field, and for 27 years a home office 
and medical department employe with 
the Northwestern Mutual Life, making 
a record of 39 years in the company’s 
service. Mr. Chubb will continue to 





VAUGHN D. GRIFFIN 


represent the Northwestern Mutual, de- 
voting his time to personal production. 

Mr. Griffin, whose appointment be- 
comes effective June 1, is 40 years old 
and a graduate of Worcester Polytech- 
uic Institute. Before engaging in the 
life insurance business, he was asso- 
ciated with this father and brother in 
shoe manufacturing. He has been a 
successful producer and is an apt stu- 
dent of life insurance. 


GOING TO SOUTHERN STATES 





A. W. Jackson Becomes Manager of Its 
Home Office Agency at Atlanta 
—Replaces D. F. Safford 





lhe Southern States Life announces 
the resignation of Don F. Safford as 
general agent of the home office agency 
at Atlanta. Mr. Safford has not as yet 
announced his plans for the future, but 
will in all probability be associated with 
— the company’s larger agencies in 
"lorida, 

\. W. Jackson has taken charge of 
the home office agency with headquar- 
ters in the Candler building, Atlanta. 
He has been for several years agency 
director under Vice-president Walter 
E. Webb of the National Life U. S. A. 
In the recent agency reorganization plan 
ot the National Life, Mr. Jackson was 
transterred to Chicago, a distinct pro- 
motion. However, he is a Georgian by 
long adoption, the owner of consider- 
able real estate and other properties in 
At inta, prominent among which is a 
beautiful home, and preferred not to 
leave the southland. 

Mr. Jackson before his connection 
with the National Life U. S. A. was 
Prominent in the development of the 
Ge ‘gia territory for the Equitable Life 
ot New York. He is a thorough insur- 
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ance man and very popular throughout a ss — 1 — 


the entire southeast. 


PETTRIC TO MUTUAL TRUST 
——- e 
Well Known National Life of Vermont 
Man at Milwaukee Takes the 
Chicago Company 











Victor F. Pettric of Milwaukee, whe 
recently resigned as manager of the 
National Life of Vermont, has been 
appointed general agent of the Mutual 
Trust Life with headquarters in the 
Plankinton building in his city. Mr. 
Pettric served in the World War for 
five years as naval officer. He was a 
partner in the Pettric agency at Wau- 
sau, Wis., with his brother who had con- 
ducted the agency for a number of years 
before Victor F. entered into partner- 
ship with him. Mr. Pettric became a 
very aggressive solicitor and in 1920 he 
won the leader’s medal of the Travelers 
for personal production. He wrote the 


14 multiple lines for the Travelers and e 
built up an excellent business. He won 1e ~ 
the contest for personal production in 


the accident department. Mr. Pettric is 
regarded as an excellent man in life 
insurance. 


O’CONNELL WITH FIDELITY 





(Advertisement I of a series) 


In ancient times the shield, used as defensive armor, 
“protected the body’’ and “secured from danger”’ 


Well Known Aetna Life Agent Takes those gladiators who were called to defend their 
Charge of Brooklyn Office for homes. Although aggressiveness was recognized as 
Philadelphia Company a factor of warfare, defense was also important or 





ee the shield would never have come into prominence. 
the appointment of Charles B. O’Connell 


as manager of its Brooklyn office. Fol- Today the shield trade mark has been adopted by 
lowing the recent appointment of Louis The National Life and Accident—symbolical of the 
A. Cerf, Jr.. as manager in New York ~ - . ’ : 

City and J. N. Flowerman to a similar protection and security, National Life and Accident 
post in Newark, the appointment of Mr. lici i 

O’Connell for the Brooklyn territory pons Can bring to present day homes. 

indicates an aggressive program on the ‘ Fi a P 

Fidelity’s part for the development of Representatives of this organization find it profit- 
the metropolitan area. able to wear the “‘Shield’’ Button. 


Although but 29 years of age, Mr. 
O’Connell has been a $1,000,000 pro- ; 
ducer, ranking second among all! the It pays to be a Shield Man! 
agents of the Aetna Life in the United 
States and Canada in 1927, which was 
his first year in ordinary life insurance, 
although he had one and a half years to 
his credit in the industrial field. 

Mr. O’Connell was born in Manhas- 
set, L. I., and graduated from high 
school there, after which he spent a year 
at New York University. He began his 
business life as teller in the bank of 
Nassau County, now the Great Neck 
Trust Company. 

Mr. O’Connell’s new office will be 
located at 1201 Montague-Court build- 
ing, Brooklyn. 






Interesting information concerning the advantages of becoming 
Shield Men will be sent upon request. 





rita ey 
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O. F. Walker 

O. F. Walker of Decatur, Ia., has ; 
been made assistant manager of the a ye 
Iowa agency at Des Moines of the 24S cae 
North American Life, Chicago, which is ee ee L | F E ya% ‘| D 
under the supervision of Harold E. % be” 
Toson, general manager. } ‘€ 

Mr. Walker has been connected with ie A C é | D E N iq 
this company since 1912 and has a wide ag FR 


a quaintanc in lowa. Paul McNamara, te ee Ne | NJ 5 U R A ~& Cc E 
c C » > ep. wa 
. cm S 


vice-president of the North American 


Life, was in Des Moines last week and = SiN 
ife, was in De oines last w ek ; COMPAN Y 


decided to employ an assistant to Mr. 
Toson to handle increasing Iowa busi- bs. . e >» dheae 


ness. 
SHIELDS 





Alfred R. Matthews 


Alfred Reed Matthews has been ap- 
pointed agency supervisor of the Provi- 
dent Mutual Life in northern Califor- 
nia, following the recent visit of M. 
Albert Linton, vice-president. 

Mr. Matthews has been connected 
with the Provident Mutual since 1915, 
when he entered its employ as an agency 
clerk. After serving as agency cashier, TUNE IN 
he was appointed special agent and re- ON W.S.M 
mained in personal production work — 
until January, 1928, when he was ap- 
pointed agency assistant to his father, 
Alfred Matthews, general agent, a posi- 





NASHVILLE 
TENNESSEE 














16 


THE NATIONAL 





UNDERWRITER 





May 17, 1929 











Are You Interested 
in a Company 


With a proven record second to 
none? 

The Insuring Public want insur- 
ance at attractive cost figures—We 
have a contract for Preferred Risks 
that is selling fast. 

Commission and Bonus Con- 
tract for the producer who is look- 
ing to a real future. 

General Agency opportunities 
in Pittsburgh and _ Indianapolis, 
also openings in other territory. 
Write to us if you think you can 
qualify. 


BANKERS NATIONAL LIFE 
INSURANCE COMPANY 


Jersey City, N. J. 


R. R. Lounsbury, Exec. Vice-Pres. Geo. Rameé, Supt. of Agencies 


Affiliated with Bankers National Life Insurance Companies at Jacksonville, Fla. and 
Kansas City, Mo. 


The fast-growing pioneers of chain Life Insurance Companies. 











WANTED— 
A MAN! 


Possessing the following qualifications: 


AGE 35 or over, seasoned and a pro- 
ducer, 

THREE years of life insurance experi- 
ence. 

Must be personally acquainted with at 
least 25 life agents. 


TO HIM— 
WE OFFER 


—The Highest commission for low cost 
participating insurance. 

—The services of an experienced field man, 
to help him in the field, appointing 
sub-agents, giving sales helps and to 


“PUT HIM OVER” 
Over $100,000,000 in Force 


We are particularly interested in Pennsylvania men. 
Write fully. We will not check references until after 
interview. 


Address K96, care The National Underwriter 











tion which he retained until his present 
appointment. He is well known in in- 
surance circles and was last year secre- 
tary of the San Francisco Life Under- 
writers Association. 


E. L. Woodruff 


Dr. E. L. Woodruff has been ap- 
pointed general agent of the Manhattan 
Life in San Francisco, succeeding Ted 
V. Collins, who resigned a short time 
ago to become supervisor of the Old 
Line Life. For several years he was 
one of the leading producers of the San 
Francisco office of the Aetna Life and 
has recently maintained an independent 
brokerage office. 


Albert A. Kuhle 


Albert A. Kuhle, connected with the 
Sioux City, Ia., branch office of the 
Travelers since January, 1925, has been 
promoted to manager of that office. He 
succeeds Thomas W. Cole, recently ad- 
vanced to manager of one of the com- 
pany’s New York City branches. 

Mr. Kuhle became assistant manager 
at Sioux City in last July. Prior to that 
he was a field assistant. Before Mr. 
Kuhle became connected with the Trav- 
elers, he was in insurance work at Sioux 
Falls and Salem, S. D. 











F. M. Davis, E. D. Turner, Jr. 


Frank M. Davis has resigned as gen- 
eral agent of the Philadelphia Life at 
Richmond, Va., to thecome associate 
general agent of the William DeLoss 
Love agency of the Connecticut Mutual 
Life in that city. E. D. Turner, Jr., 
formerly with the Connecticut Mutual 
there, has succeeded him as _ general 
agent for the Philadelphia Life. 


David M. Baker 


David M. Baker has joined the In- 
dianapolis staff of the Connecticut Gen- 
eral Life, of which L. D. Bell is gen- 





eral agent. Mr. Baker was at one time 
vice-president and secretary of the 
Northern Assurance of Detroit. He has 


recently been general agent of the Co- 
lumbian National Life in Indianapolis. 
resigning to make the Connecticut Gen- 
eral connection. 


North American Life Changes 


The North American Life of Canada 
announces that its Peterborough and 
Belleville offices are being combined 
into a central Ontario agency, of which 

. V. Ketcheson, formerly in charge 
at Belleville, will be manager. The head- 
quarters of the new agency will be at 
Peterborough, with N. E. Phelan acting 
as district manager at that point. H. 
E. McLuhan has been appointed assist- 








ant manager at Winnipeg. L. Kent has 
been appointed agency assistant at 
Montreal. 

Roy West 


Roy West of Oklahoma City has been 
appointed city manager of the Reserve 
Loan Life office under J. V. Hoover, 
state. manager. Mr. West was recently 
chief clerk of the state board of af- 
fairs. He was a part-time man for the 
Reserve Life the past two years. 





Thomas D. Roberts 


Thomas D. Roberts has been appoint- 
ed general agent of the Atlantic Life 
for Detroit and vicinity and has just 
entered upon his new duties there, with 
office at 614 Ford building. He was 
formerly general agent at Charlotte, 
N. C., for the State Mutual of Worces- 
ter. Previously, he was associated with 
Mutual Benefit general agency of John- 
son & Clark at Detroit. 





Richard J. Surface 


The Farmers & Bankers Life of 
Wichita has appointed Richard J. Sur- 
face general agent for northwestern 
Kansas with headquarters at Salina. 
Mr. Surface. succeeds James Muir, who 
died last March after serving the com- 





pany in that field for 17 years, ever 
since its organization. 

In taking the new connection, Mr. 
Surface resigns the position of general 
manager and_ vice-president of the 
United Life of Salina, which he has held 
for several months. Previously he had 
been for 16 years associated with Mr 
Muir in the Farmers & Bankers gen- 
eral agency. 

Mr. Surface was elected a member of 
the executive committee for the 1930 
meeting at the Kansas Insurance Day 
meeting in Topeka last week. 





Auer, Inc. 


Auer, Inc., of Milwaukee has beconx 
general agent of the Lincoln Nationa] 
Life for Milwaukee and Waukesha 
counties. It takes over John J. O’Brien, 
who has served as district manager at 
Milwaukee for four and a half years. 
He becomes life insurance manager for 
the Auer office. Mr. O’Brien has had 
17 years experience in life insurance 





Fred C. Repass 


Fred C. Repass, for 18 years connect- 
ed with the Connecticut Mutual Life 
as agent and general agent in Waterloo, 
Ia., has resigned to become general 
agent there for the State Mutual Life 
Mr. Repass is establishing new offices 
at 714 Caward building. 





E. L. Sutter 


The Parker & Davis agency of Detroit, 
which was taken over a short time ago 
by Arthur J. Rohde, formerly with the 
Fidelity & Casualty, has reorganized 
its life department. The agency is gen- 
eral agent for the Continental Assur- 
ance. E. L. Sutter, until recently with 
the Metropolitan Life in St. Louis, has 
been made manager. 





Harley Hunt 


The Royal Union Life has appointed 


Harley Hunt general agent in Johnso: 
county, Ia., with headquarters in Tow 
City. 


R. C. Van Vranken, L. Samoville 


Roy C. Van Vranken has been ap- 
pointed general agent of the Montana 
Life in Red Bluff, and Louis Samoville 
general agent in Sacramento, Calif. 





R. F. Smith 


R. F. Smith has been appointed gen- 
eral agent for the Security Mutual Life 
at Cleveland. 





C. D. Oreckovsky 


Charles D. Oreckoysky, of Duluth 
Minn., manager of the Minnesota Muv- 
tual Life for 13 years, has resigned t 
become manager of the Prudential 





EASTERN STATES 











GOVERNOR VETOES TWO BILLS 





Averts Complications by Refusing ‘0 
Sign Commissioner Taggart’s De- 
posit and Licensing Measures 


PHILADELPHIA, May 16.—LCo! 
missioner Taggart’s two pet measures 
—Senate 435 and 1036—which 
proved most obnoxious to insuran 
men during the recent session t 
Pennsylvania legislature, fell beior 
the vetoing pen of Governor Fisher du! 
ing the weekend, averting grave situé 


tions which had been threatened had t! 
measure met with the governor’s O. 5 

Senate bill 435 contained a bank « 
pository feature which was so obj 


a ale 


tionable that it is said that a num)et 
fleets had completed arrangements ! 
reincorporate their Pennsylvania co? 
panies in the states of their adoption 
the event the bill was signed. 
Senate Bill 1036 would have give! 
insurance commissioner authority t 


~ the 
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to admit companies of other states 
and also to revoke their licenses at any 
time. Insurance commissioners of sev- 
eral large states had threatened to invoke 
the retaliatory law and refuse to renew 
licenses of Pennsylvania companies as 
they expired if this measure was signed 
»y Governor Fisher. 


Pension Bill Defeated 


Che lack of only five votes prevented 
the passage in the Massachusetts house 
i representatives last week of a bill 
providing for non-contributory old age 
sensions for aged, dependent citizens of 
the commonwealth. The bill had pre- 
viously passed the senate. 


fuse 


Newman Agency Contest On 


\ six weeks’ contest for new business 
s under way among the men of J. 
Newman & Sons, Baltimore, general 
wents of the New York Life. In addi- 
tion there is also an office contest on 
vetween Sylvan Newman and I. C. Mc- 


Kee. During February Mr. Newman 
led the entire southern department of 
the company, writing about $250,000 of 
business, and was ninth among the 
10,000 agents of the New York Life. 
Mr. McKee held the championship for 
written and paid for business for 1928. 


Consider Disability Questions 


\t a meeting of the Actuaries’ Club 


§ Hartford last week, the matter of 
lisability standardization was taken 
under consideration and _ thoroughly 
discussed by the local and _ visiting 
uctuaries. Richard C. Guest, assistant 
actuary of the State Mutual Life of 
Worcester, was chairman of the meet- 
ng 


Opens Women’s Department 
lhe Brooklyn agency of the Guard- 


in Life has established a women’s de- 


partment in charge of Miss Edna M. 
Perlman as supervisor. 
Hold School in New York City 
Gerard S. Nollen, president of the 


sankers Life of Iowa, has announced 
that the 1929 school of instryction for 
the President’s Premier Club will be 
held in New York City Aug. 27-29. 


General Agency Conference Held 


lhe Bankers National Life of Jersey 
City held at its home office an open 
conference meeting with its several 
general agents representing the com- 
any in the east, for the purpose of 


discussing the practices and policies of 
the company in relation to its field 
torces, also discussing plans and pro- 
grams to be set up for this year. 
Many valuable suggestions and ideas 
were brought to the attention of the 
e office. The company contemplates 
extending these home office conferences 
) tts complete general agency force as 
deemed necessary and practicable. 
means of introducing this home 
conference idea, the company re- 
ted the representation to those gen- 


\s a 





igents who have produced prac- 
heally 75 percent of the business in 
and to those who were most 
ily accessible. 
| 
f 
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BUSINESS DRIVE SUCCESSFUL 


Indianapolis Agents of American Sav- 
ings Life Are Banqueted at Conclu- 
sion of 15-Week Campaign 


(ompleting a 15 weeks’ svecial effort. 


agents of the American Savings of 
Indianapolis who qualified were enter- 
tained at a banquet in Indianapolis on 
, hursday evening of last week, followed 
’y an all-day business session at the 
home office Friday. At the banquet a 


number of the company’s stockholders 
were introduced and commended the 
officers and agents on the results that 
are being obtained. Charles W. Folz, 
vice-president and agency manager, in- 
troduced the agents, telling something 
about the achievements of each. The 38 
men who qualified for the convention 
placed $1,016,000 of insurance the first 
three months of 1929 and $130,000 writ- 
ten in April was delivered the first week 
in May. 

R. L. McKechnie, secretary-treasurer, 
discussed some of the details of home 
office work and complimented the men 


turning in. 
his opening remarks stated that the 
American Savings now has in force $2,- 
750,000, produced in its first eight 
months. The amount of business pro- 
duced has increased each month and 
was well over $500,000 in April. 





Illinois Benefit Concern’s Figures 


The Illinois department has gotten 
out the annual report of the mutual 
benefit associations, it being the first 
year that the department has had con 
trol over these concerns. Their total 
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on the quality of the business they are | 
Samuel Ashby, president, in | 
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income amounted to $1,763,952 and the 


disbursements $1,621,256. They have 
assets $235,328 and liabilities $193,613. 
There are 145,968 members and the 


total benefits in force are $109,495,987. 


Provident Holds Indiana Meeting 


Indiana representatives of the Provi- 


dent Mutual Life held a special meet- 
ing in Indianapolis last Saturday, over 
which Otis E. Logan, general agent, 


presided. Sales plans and methods were 
discussed. 


Report Twisting in Indianapolis 


Complaints of attempted life insur- 
ance twisting are being considered by 


general agent declared: “My company 
does write a yearly renewable term pol- 
icy but emphatically we will not take 
any applications on this plan or any 
other plan that is proposed for the pur 
pose of displacing insurance already in 
force.” This same sentiment ex- 
pressed by all other life underwriters of 
standing in the city and every effort will 


Is 


| be made to prevent thé twisting of busi 


ness by these operators. 


Kabureck Launches Commonwealth 


George -Kabureck, former secretary 
treasurer of the Eagle National Life of 


Decatur, Ill, has organized the Com 
| monwealth Life and established offices 
in the Ridgley-Farmérs State Bank 
building, Springfield, Ill. He has had 


the Indianapolis Association of . Life 
Underwriters. Professional life policy 
abstractors are reported to be at work | 


in Indianapolis along the usual line of 
proposing the surrender of existing in- 
surance which has accumulated some 
reserve and cash value, to be replaced 
by yearly term, the “auditor” 
his half the difference 
mium saving.” Company 
atives are being warned 

carefully any business that 
fered on the yearly term 


fee of in “pre 
represent- 
to scrutinize 

may 


plan 


be of 
One 


taking as | 


more than 20 years’ experience in life 
insurance work, half of that time as a 
company executive, and in the new ven 


ture is associated with a group of De 
tur, Springfheld and Tallulla, IIL, men 
Egan Joins Eagle National 
James F. Egan of Lubbock, Tex., 
well known in the middle west, has 


been chosen head of the sales depart 
ment of the Eagle National Life of De 








ROM its inception the In- 

dianapolis Life has been a 

Purely Mutual Company, op- 
erated for the use and benefit of 
its Policyholders. There are no 
Stockholders. It can not be 
bought, traded or sold. During 
the twenty-three years of its life, 
the Company has been progres- 
sive and prosperous. It has kept 
the faith with its Policyholders 
and agents. It has lived up to 
its promises. It has furnished 
insurance at a very low net cost. 
Its dividend record is unexcelled. 
It has the confidence and respect 
of its competitors and the general 
public. It is still guided by the 
Officers who started the Com- 
pany twenty-three years ago. It 
has a loyal and faithful agency 
organization, and it is perma- 
nently established in its own 
home office building. 


In the future as in the past, the 
Company will keep within the 
lines of safe underwriting. It 
will indulge in no doubtful ex- 
periments. It will endeavor to 
keep quality, service and safety 
above mere size. 


P. A. Brosseau, Mer. 


Bloomington 





1927 


1929 


TO MAY 


ist 


A. H. Kahler, General Mgr. 
Central Ill. Peoria 


Florida and California. 
Apply to Frank P. Manly, President 


INDIANAPOLIS, INDIANA 


A SUCCESSFUL RECORD 


$325,000.00 
1,281,909.93 
2, 158, 315. 62 

2,344,449.12 

3,037, 135. 59 


3,760,337.71 


4,451,264.48 

5,756,690. 86 
7,011,554.27 
8,655,788.49 


10,231,921.21 
12,021,820.06 
13,665,053.54 


15,532,346.26 
20,456,374.44 
27,006,018.90 
31,275,345.88 
35,236,427.74 


40,882,131.98 
46,628,369.17 
54,432,038.01 


64,065,397.61 
75,257,687.64 
1928 86,027,488.39 
90,000,000.00 


ILLIN OTS 


Chicago Branch 
Peoples Gas Bldg. 
H. G. Hall, Mgr. 


Openings for Managers for Leading cities in Northern Illinois and Southern Illinois. We give direct Managers’ or Gen- 
eral Agents contracts to desirable men for as much territory as they can profitably handle. Here is an opportunity for 
men who wish to build a general agency with a successful, growing Mutual Company. 


Agency openings tn Indiana, Illinois, Michigan, Ohio, Texas, lowa, Minnesota, 


Indianapolis Life Insurance Company 
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Managers Wanted 


In Colorado and Missouri 





We have attractive openings 
for Managers in several sec- 
tions of the above states. 


Replies strictly confidential. 


The Liberty Life Insurance 
’ Company 


TOPEKA, - KANSAS 





CHARLES A. MOORE, President 
EDWARD C. WILLS, Superintendent of Agencies 




















A REAL GENERAL AGENT’S CONTRACT ~* 


AWAITS THE MAN 
WHO IS INTERESTED IN BUILDING 
FOR THE FUTURE 


LOW NET PREMIUMS AND A DIRECT HOME 
OFFICE CONNECTION, makes it possible for our 
general agents to render prompt service. We issue 
policies from birth to Age 64. 


Openings for general agencies in 
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catur, Ill., which opened its home office 
in that city last January. In less than 
four months the company has issued 
policies totaling over $2,000,000. L. C. 
Smith, formerly of Kansas City, and 
Paul G. Bodley, formerly of Pontiac, 
head the company. 


B. M. A.’s Ohio Agents Meet 


Ohio representatives of the Business 
Men’s Assurance held a sales confer- 
ence in Columbus, last week, under the 
direction of E. C. House, Ohio manager. 
Talks were given by President W. T. 
Grant, Bert A. Hedges, field service di- 
rector, and Adjuster R. E. Weaverling 
of the home office at Kansas City. Gov- 
ernor Myers Y. Cooper was on the pro- 
gram for a short talk at one of the 
business sessions, and Judge C. S. 
Younger, state superintendent of insur- 
ance, was the speaker at the banquet. 





Equitable’s Gains in Chicago 


The Chicago agencies of the Equit- 
able Life of New York show a gain of 
nearly $3,000,000 in paid business for 
the first four months. The Harry F. 
Berls agency led in April. Mr. Berls 
was away on his wedding trip, but As- 
sistant Manager Harry Wright got to 
work and rolled up a fine score. Sam- 
uel Lustgarten was second and P. B. 
Hobbs, third. 





Wysong Issues New Laws 


Insurance Commissioner Wysong of 
Indiana has had printed in pamphlet 
form “Amendments to Insurance Laws 
of Indiana for 1929.” This contains all 
enactments relating to insurance passed 
by the 1929 legislature, which closed its 
session in March. A number of impor- 
tant measures were passed, including the 
agency qualification law and amend- 
ments to the general statutes affecting 
the range of investments permissible to 
companies organized under the laws of 
the state. 





Travelers’ Educators at Milwaukee 


H. C. Hodges and R. I. Booth of the 
educational department of the Travelers 
were in Milwaukee last week at the 
company’s branch office giving special 
instruction in solicitation of life insur- 
ance. T. H. Richey is manager of the 
life department at Milwaukee. 





Yates Agency Expands 


John W. Yates, general agent for the 
Massachusetts Mutual Life in Detroit, 
announces the appointment of Paul 
Stewart, recently general agent for the 
Mutual Trust Life and for several years 
assistant manager for the Travelers, as 
production manager and superintendent 
of agents. Frank A. Wheeler, an agent 
of the company in Detroit, has been 
appointed manager of the sales service 
department and assistant to Mr. Yates. 





W. M. Harrell, until May 1 cashier of 
the First National Bank of Petham, Ga., 
becomes office manager and controler 

The paid-for business of the Yates 
agency for the first quarter of 1929 was 
$2,826,000, representing an increase of 
$592,000 over 1928, or $1,717,000 over 
1923, the year in which Mr. Yates was 
ap»rointed general agent. 





Hold District Conference at Lafayette 


Officers of the Federal Reserve Life 
Company attended a luncheon, confer- 
ence and banquet at Lafayette, Ind, 
last week. L. L. Heffner, district man- 
ager, made the plans for the conference 
Company officials who attended were 
E. 


W. Merritt, Jr., president; C. J. 
Schultz, in charge of the underwriting 
department, and Paul Y. Willett 
agency superintendent, all from Chi- 
cago. 

Another agency meeting was held 
at Quincy, IIL, with Bert Chatten, 
district manager, in charge. President 
Merritt, Paul Y. Willett, agency sales 


director, and Joseph L. Thomas, presi- 
dent of the Quincy-Ricker National 
bank, were speakers. 





Holds One-Day School 


A one-day school of instruction was 
held by the Indianapolis agency of the 
Inter-Southern Life. 

The program was opened by a short 
address of welcome by R. N. Garrison, 
manager of the Indianapolis branch 
C. H. Blackwell of Evansville gave the 
response. Among the speakers at the 
banquet were C. (H. Blackwell, R. J. 
Albachten, vice-president and director 
of agents; E. C. McDonald, Chicago: 
Ellsworth Regenstein, general agent 
from Cincinnati; V. T. Reeder of Ev- 
ansville and C. B. Nordeman, secretary 
of the company. 





B. M. A. Conducts School 


President W. T. Grant of the Bus 
ness Men’s Assurance, accompanied by 
several home office representatives and 
assisted by F. W. Moller, manager for 
Indiana; and Ross Roberts, manager for 
Michigan, is conducting a_ two-state 
School of Salesmanship in Fort 
Wayne, Ind., this week. 





West Baden Wants Insurance Day 


West Baden has put in a bid for In- 
diana Insurance Day. James A. Baw 
den, general chairman, has referred t 
the invitation to the executive comm 
tee. It is not at all likely that the place 
of meeting will be changed, as the pur- 
pose of such a state insurance day 
to bring the subject of insurance 
its phases to the attention of the pub! 
and as Indianapolis is the largest cit) 
in the state the largest number of in- 
surance buyers can be reached 
capital city. 
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GOOD PROGRAM IS ARRANGED 





Davenport, Ia., Sales Congress Prom- 
ises to Be Educational Session 
of High Order 





Davenport, Ia., life underwriters ex- 
pect a large attendance at their sales 
congress this week. 

Mayor Harold Metcalf will give the 
address of welcome. L. C. Schriver will 
talk on “How to Be Happy Though in 
the Life Insurance Business.” Dr. C. 
J. Rockwell of Chicago, editor of “The 
Insurance Salesman,” will speak. 

Harry C. McNamer, million dollar 
producer with the Darby Day Agency 
of Chicago, will have for his subject, 
“The Picture Cards of Life Insurance.” 

L. J. Evans, manager sales develop- 
ment of the Register Life, will discuss 








“Advertising—How It Can Be Har 
nessed for the Life Underwriter.” 

Dr. S. S. Huebner of the Universit) 
of Pennsylvania will conclude the alter 
noon session with an address on “The 
Life Insurance and Trust Compa! 
Service.” 

At the banquet Hugh D. Hart, 
president of the Penn Mutual Life, w! 
discuss “Signs of the Times in Lit 
Underwriting.” 


vice- 





Holds Agency Breakfasts 


John L. Kelly, recently appointee 
manager of the St. Louis agency of the 
Continental Life of that city, has 4 
ranged a series of 8 o'clock «genc) 
breakfasts so that the agents can dis 


cuss business affairs and line up the 
program of activity at the opening & 
the day’s work. Formerly the agen 
meetings were held at noon, but Mat 
ager Kelly is of the opinion such gat” 
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erings break into the day’s work and 
he has found the breakfast idea very 
successful. 

Mr. Kelly, who succeeded A. J. West- 
ermeyer as manager of the St. Louis 
agency, was formerly assistant manager 
of the Detroit branch office of the Mis- 
souri State Life. 


Will Conduct Minneapolis School 


John W. Cadigan, superintendent of 
the New World Life, and Ray J. Cahill, 
head of the sales promotion department, 
have left for Minneapolis where they will 
conduct a school for salesmen of the 
Minnesota and Wisconsin territory. At 
the Minneapolis school they will show 
the motion picture, “The Right Thing.” 


Klingman Visits St. Paul 


District managers of the Klingman 
agency of the Equitable Life of New 
York held one of their regular schools 
in St. Paul this week. W. W. Kling- 
man, vice-president of the Equitable 
and head of the agency, was present 





from New York to participate in the 
sessions. 

While in the city Mr. Klingman will 
also address the St. Paul life under- 
writers, and the St. Paul Sales Man- 
agers Association. 


Iowa Agents Meet at Clear Lake 


The state convention of the Iowa 
agents of the New England Mutual Life 
will be held again this year at Clear 
Lake, Ia., May 30-June 1. Earle W. 
Bradley, assistant superintendent of 
agents, will be the home office repre- 
sentative at the meeting. The Pris- 
cillas, an organization of wives ofethe 
agents, will hold a meeting at the same 
time. 

Bill Raising Salaries Passes 

The Missouri house of representatives 
has passed the Davis bill to raise the 
salary of the superintendent of insur- 
ance from $3,000 to $7,500 a year, and 
that of the chief deputy from $2,400 to 
$5,000. 
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MAKE “PRESIDENTIAL TOUR” 
George Washington Life Men Cover 
First of Four Circuits into Which 
Field Is Divided 





The George Washington Life has 
started a series of “presidential tours” 
to the various agencies of the company 
and to cover about four circuits, the 
first of which comprises the agencies 
in Virginia, North Carolina, South Caro- 
lina, Georgia, eastern Tennessee and 
southern West Virginia. This tour was 
made by automobile, covering over 3,000 
miles. President Harrison, B. Smith 
was accompanied by Ernest C. Milair, 
vice-president and secretary, and Cleve- 
land F. Milair, supervisor of agents. 

Meetings were held in all the general 
agencies of the states named, and at 
each an informal banquet was held, at- 
tended not only by the officers and 
agents but by distinguished guests in 
the cities visited. Much new business 
was handed to the president at each 
banquet, and pledges were voluntarily 
given of continued support toward a 
big volume of business for the rest of 
the year. 


Charter Three Texas Companies 


_Charters have been granted by the 
Texas insurance department to the 

Texas State Mutual Life of Houston; 
National Union Mutual Life of Dallas, 
and National Mutual Life of Waco, all 
to operate under the mutual, level pre- 
mium, legal reserve statute. 

The members of the boards of di- 
rectors of the three companies are the 
same. They are: J. T. Harrington, A. 
L. Skinner, M. W. Wortman, G. Har- 
rison, George Willig, C. C. Tarver, J. 
E. Hirschfelder, Charles A. Weathered 
and M. N. Weathered, all of Waco. 


Alamo Life Agents Enjoy Outing 


_ The Alamo Life of San Antonio, Tex., 
has this year initiated group meetings in 
various key cities in the state instead of 
holding the larger agency meetings at 
the ho: e office. 

This year the $100,000 Club, known 
as the President’s Club, and those who 
reached over $50,000 issued and paid 
for in 1928, known as the Bob-Cat Club, 
Were treated to a novel outing in the 
form of a trip to Matamoras, Mexico, 
and a sight seeing trip through the Rio 
Grande Valley in Texas en route. 

. Matamoras is one of the oldest Span- 
ish settlements on the North American 
continent and has a cathedral over 300 
years old. No revolution activity has 
visited that vicinity and the Mexican 
Sovernment was most cordial in_ its 
hospitality to the visiting Alamo Life 





party. President Graham Dowdell, Sec- 
retary R. F. Palmer, Agency Director 
Harry St. John, Merlin Oates, actuary, 
and Herbert Ford accompanied the 
party on the trip. 


Day Agency Meets 


The quarterly meeting of the C. C 
Day agency of the Pacific Mutual Life 
in Oklahoma City commanded the at- 
tendance of 25 Oklahoma underwriters 
last Friday and Saturday. Mr. Day pre- 
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in building a campaign and getting all 
information possible about a prospect 
before making a complete diagnosis of 
his case. The necessity of keeping accu- 
rate records of policyholders was em- 
phasized by Charles Linder of the Okla- 
homa City agency. 


Nolan Conducts School 
Nearly 40 Equitable Life of New 
York agents from various points im 
Oklahoma are attending the school of 


life insurance salesmanship in Okla- 
homa City conducted by Joe Nolan, 
home office agency instructor of field 
schools. 


Classes were held in the offices of the 
Jamison agency in the Colcord building, 
Oklahoma City. The school started 
May 7 and will continue until May 28. 

Roberts Organizes New Company 

The Paramount Mutual Life of Cor- 
pus Christi, Tex., has been incorporated 
to write under the legal reserve mutual 


plan. The company has no capital 
stock. Artemus R. Roberts is the or- 
ganizer. He was the founder of the 


Amicable Life of Waco. 





Give Playlet at Galveston 


The lite insurance trust company 
demonstration playlet, produced and 
managed by H. G. Hewitt, manager of 
the life department of Cravens, Dargan 
& Co., Houston, Tex., was repeated for 
the benefit of bankers and life insurance 
people of Galveston in the auditorium 
of the U. S. National Bank of that city. 
The South Texas Commercial Bank and 
the U. S. National Bank were hosts. A 
number of bankers and life insurance 
people from Houston attended. 

The cast is composed of A. P. Boyd, 
assistant manager of the marine depart- 





itt, who acts as the life insurance man 


in the demonstration, and H. W. 
Thomas, Northwestern National Life 
representative in Galveston, as the 
friend of the prospect. 

Plans were discussed for the forma- 
tion of a life underwriters association 


in Galveston this fall. 

An invitation has been received from 
the banking interests of Beaumont for 
a repetition of this demonstration play- 
let in that city. 


Ferguson Takes State Post 
Garth K. Ferguson, general agent at 
Louisville for the Manhattan Life, has 
been appointed supervisor of field 
agents in the Kentucky department of 
fire prevention and rates, to fill a va- 
cancy caused by the resignation of W. 
E. Rogers. Mr. Ferguson was a mem- 
ber of the state senate in 1926 and 1928. 


Opens Birmingham Branch Office 


The First National Life of Troy, Ala., 
has opened a branch office at 511 19th 
street, North, Birmingham, Ala. 
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ASSESSMENT FIGURES GIVEN 


Accident and Health Companies Report 
Their Illinois Premiums and 
Losses for 1928 


The Illinois assessment accident and 
health associations reported premiums 
in Illinois last year $3,500,412 and claims 
The Illinois Commercial 
Men’s led with $1,812,952 premiums and 
The Illinois Traveling 




















sided, assisted by C. H. Bryant of | ment of Cravens, Dargan & Co., who | $1,422,693 losses. 
Oklahoma City. The messages brought | takes the part of the prospect; H. W.| Men’s Health was next with $1,024,537 
| by the speakers centered on standard- | Goodwin of the trust department of the | premiums and $728,337 losses. The 
ized selling processes, stressing prestige | Guardian Trust Company; H. G. Hew-| Physicians Protective Casualty had 
ae 
TheHome Office of the 
Gncoln National Gfe. 
Savings Insurance Company-- 
< m of Fort Wayne. Ind 
SYSTEM UASECS-+-~ 
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ein 4 esses = 
. . 
George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 
Address 
ERNEST C. MILAIR, Vice-President and Secretary 
ne 








COLORADO———ILLINOIS————_ INDIANA 


O. W. JOHNSON, President 
HIO———-OREGON-—— PENNSYLVANIA 
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134 North La Salle Street, Chicago 


KANSAS———KENTUCK Y——— MICHIGAN MINNESOTA ——-MISSOURI 


‘‘INDEPENDENCE FOR DEPENDENTS’’ 


Request details for our remunerative contracts for 


AGENCY MANAGERS FOR 
PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO 


You will benefit by our special attention now to these States 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 





VNITIOUVD HLUON 


S. W. GOSS, Vice-President 





TENNESSEE——— VIRGINIA——— WASHINGTON——-WEST VIRGINIA———NEBRASKA 
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Service 


Detroit, Michigan 
W. G. Curtis, President 





UNDERWRITER 





THE NATION. 


J Liberal policies \Y 
T-H-E Good territory KS oy 
COMBINATION _heency— Building a en 
—_—oa -- AGENCIES 


Are you making PROGRESS? If not, are you wil- 
ling to spend TWO CENTS to learn WHY National 
Casualty salesmen forge ahead continually? 

We have a full line of Commercial, Industrial, Group 
and Deferred Payment Accident and Health policies. A 
connection with this company will be the TURNING 
POINT IN YOUR LIFE. 


NATIONAL CASUALTY COMPANY 


—— a 
































Security-— 


@ When the Mutual Benefit was 


organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 
surance. 


Newark, N. J. 
Organized 1845 


The Mutual Benefit Life Insurance Co. 








A POLICY YOU CAN SELL 


Our Company offers complete protection. 





UNITED LIFE 


Concord 


I 


$5,000 
ALL IN ONE POLICY 


Any natural death ......-..+.06. iniaeeenes -++-$ 5,000 
Any accidental death........ ere tree MEME 
Certain accidental deaths ............ pacareaaln 15,000 


Accident Benefits $50 per WEEK for fifty-two weeks 
$25 per WEEK thereafter (non-cancellable) 
Disability Income, Waiver of Premiums, etc. 


Also $5,000 “Preferred Risk” Policy—high value—low 
premiums; age 35, $19.91 per $1,000. Endowment Age 
85—Juveniles age 10 years and upward—Monthly In- 
come—Non-medical. , 


Insures and assures your olient’s future and yours. 


Are you interested in an agency? Our Vice-President 
Eugene E. Reed, will tell you all about it. Write 


. and directly. 


Inquire! 





AND ACCIDENT 
INSURANCE COMPANY 


New Hampshire 





$207,168 premiums and $89,607 losses. 
The assessment companies of other 
states had premiums in Illinois of $720,- 
859 and losses of $456,457. This gives 
total aggregate assessment accident and 
health premiums in Illinois $4,221,271 
with losses $2,809,702. The leading out- 
side company was the Mutual Benefit 
Health & Accident of Omaha with 
$512,874 premiums and $339,369 losses. 





Belfi Succeeds Chandler 
To fill the vacancy caused by the 
transfer of G. V. Chandler, superintend- 
ent of the industrial department of the 


General Accident, to the San Francisco 


ag@®y, S. E. Belfi, who for the past 
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or unlevel amounts, but in no case wil 
more than one unit ($1,000) of principal! 
sum be issued with each $20 of monthly 
indemnity. 

The first week is excluded on sickness 
indemnity. Indemnity for illness is paid 


| for 12 months and for non-confining 


two years has served as superintendent | 


of industrial accounts, will, as industrial 
agency supervisor, have charge of the in- 
dustrial agency department at the United 
States head office Mr. Belfi has for the 
last five years been connected with the 
accident and health department of the 
General Accident in various capacities. 
He has had many years of valuable in- 
surance experience and is prominently 
identified with athletics in the insurance 
district of Philadelphia. He was secre- 
tary of the Insurance Basketball League 
during the most successful 1928-29 
season and has been elected secretary- 
treasurer of the Insurance’ Baseball 
League for the current season. 


National L. & A. Promotions 


Ss. T. MacCubbin of Baltimore and J. | 


P. Hollinsworth of Dallas No. 1 have 
been promoted to superintendencies by 


the National Life & Accident in their 
respective districts W. H. Fabian of 


Houston No. 1 has been made a superin- 
tendent in Houston No. 3 and G. J. Cole 
of Los Angeles No. 2 has been given a 
superintendency in that district. 


Offers New Policy for Women 


The Sentinel Life of Kansas City an- 
nounces a new “business women’s spe- 
cial disability policy.” The policy will 
be issued with monthly indemnity of 
$20 to $150 and principal sum of $1,000 
to $5,000. Policies may be sold in level 


| 
| 


| 


sickness, indemnity is paid for one month 
Accident indemnity is paid from one day 
to 48 months. Half indemnity is paid 
for partial disability Hospital inden 
nity or nurses’ fees are paid, not 
exceed a 50 percent increase of the 
weekly indemnity. The policy provides 
indemnity for loss of life, limbs, sight 
speech, hearing or time as a result of 
septic infection or blood poisoning. The 
rates for Class AA-A range from $10.% 
for $1,000 principal sum and $20 monthly 
indemnity to $72.75 for $5,000 principa 
sum and $150 monthly indemnity. 


Close Lansing Teachers’ Group 


LANSING, MICH., May 16.—A egrou 
health and accident contract covering 
approximately 400 teachers and librar 
ians of the public school system and 
open to nearly 150 other eligible mem 
bers of the system was closed the past 
week for the National Casualty of De 
troit by Emil G. Lambertson, manager 
of the insurance department of th 
Edward G. Hacker Company. 

The coverage provided under the po! 
icy provides a disability benefit of $25 
weekly and a death benefit of $1,000 





Republic Life & Accident Expands 


R. G. Dixon, former deputy insurance 
commissioner of Kentucky, has become 
superintendent of a new commercial! de- 
partment added by the Republic Life & 
Accident of Louisville. The company has 
been licensed in West Virginia and J. P 
Easley has been named director of that 
field. The company was organized about 
a year ago 


Made Field Superintendents 


Agent R. A. Tufford of Chicago No 
has been promoted to a field superin 
tendent in Chicago No. 1 by the Wash- 
ington Fidelity National. C. T. Ware of 
Little Rock, Ark., has been promoted t 
a field superintendency in that dist 


rict 
trict 
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PRAETORIANS MEET AT DALLAS 


W. A. Tarver, New Commissioner, | : — of 
| toastmaster. Dr. C. M. Rossner, medi- 


Speaks—Fraternal Wrote $7,414,672 
New Business Last Year 

The Praetorians held their annual 

meeting in Dallas, Tex., last week. 


Dallas: J. B. Savage, Roswell, N. M 
and P. D. Starr, San Antonio. Joh 
N. Harris, Dallas, another director, was 











cal director for the Praetorians, was © 
the program for an address on “Sug 


| vestions from the Medical Depart 


Judge Tom L. McCullough of Dallas, | 


president, presided at the sessions, at 
which 250 representatives of the south- 
western states attended. \W. A. Tarver, 
Austin, new life insurance commissioner, 
spoke. 

Awards were given 29 agents who 
did more than $100,000 worth of busi- 
ness during the last vear. 

The fraternal wrote $7,414,672 of busi- 
ness in 1928, which was its best year in 
history. 

The meeting honored John N. Har- 


ris, editor and field manager, who has | 


completed 20 years of service with the 
fraternal. 
Directors who made short talks were 


R. W. Church, Pittsburg, Kan. ; => 


Layton, 


Jenkins, Fort Worth; A. T. 


Armand Sommer With 
Southern Surety in East 


NEW YORK, May 16.—The ap- 
pointment of Armand Sommer as man- 
ager of the accident and health division 
of the eastern department of the South- 
ern Surety of New York, is announced 
by Executive Vice-president John A. 
Diemand. A graduate of the University 
of California, Mr. Sommer has had a 
long and valuable experience in the 
casualty field. For sometime he was 
assistant superintendent of the health 
health and accident branch at the home 
office of the Standard Accident of De- 


ment.” Phil H. Anderson, leader of the 
; 


Dallas agency, and E. G. Broughtin als 
addressed the assembly. 


Colonel Jewell Dies 


Col. B. Wood Jewell, 82, the st 
the founders of the Woodmen of th 
World, died last Sunday in a _ hospita 
at St. Paul. He was sovereign advisor 
of the order. 


Name Receiver for Muscovites 


After a preliminary examination 
the South Dakota department, Jude 
Daugherty of Sioux Falls issued an or 
making Odean Harried of Sioux Falls 
receiver of the Imperial Order of Mus 
vites for the purpose of reorganizat 
of that body. The order is the result! 
i complaint filed as to the man 
of the affairs of the association an 
handling of its funds 


troit, subsequently becoming productio 
manager in the same lines at the Unite? 
States headquarters of the Generé 
Accident in Philadelphia. 


Observing “Manly Month” 


. , 
This is “Manly Month” with the ! 





dianapolis Life and a complimenta! 
volume of business is being piled uP 

agents throughout the territory 1 whi 
the company operates in honor o! Pres 
ident Manly, whose birthday is May a8 
Mr. Manly has just returned from | 
very satisfactory business and ieee 


trip through the southwest, ex 
to Los Angeles, Cal. 
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(CONTINUED FROM PAGE 3) 


They have reluctantly embarked on dis- 
ability, knowing that this form of in- 
surance will undoubtedly give more dif- 
ficulty on claim settlements than pure 
life insurance. 

“No one company can 
claim until concerted action 
taken by all companies. If 
panies are involved and one 
liability, what is the position of 
maining three? Sometimes one of the 
companies may not even know of the 
issuance of the other insurance until it 
has begun making claim payments. One 
policy may begin payments at the end 
of four months and another at the end 
of six months. A commercial accident 
or health policy may terminate benefits 
after 12 months. 

“4. If a prorate clause is introduced, 
perhaps the insuring clause should, for 
the sake of consistency and clarity, be 
changed to cover ‘loss of earnings due 
to disability, etc.’ At the same time, 
the sales program should be modified in 
order that the policyholder may realize 
that life companies are not following the 


settle its 
has been 


denies 
the re- 


established practice of accident and 
health but are turning more to the 
principles of workmen’s compensation 


insurance. The contract does not cover 
mere sickness or loss of time but com- 
pensates for loss of earnings on account 
of sickness. 

Should Remind Policyholder 


“ 


5. In fairness to the policyholder, 
he should at each renewal date be re- 
minded to compare his earnings with his 
aggregate indemnity in all companies. 

“If at a certain renewal date, he asks 
to have his disability coverage reduced 
because of shrinkage in his earnings, he 
may expect some form of cash value. 

“6. Apparently there is no movement 
to change the accident and health stand- 
ard provisions to incorporate such a pro- 
rate clause. Under a claim subject to 
prorate, commercial accident and health 
insurance will be paid in full and the 
disability with life insurance will be re- 
duced. 

“7. Let us consider a man whose 
earning power is beginning to decline 
because he is growing old or because he 
is already suffering partial disability 
from disease. He has been earning 
$1,000 a month and is insured for $500 
a month, but his earnings have now 
dropped to $500 a month, next year they 
will probably be $400, then $300, etc. If 
he appreciates the terms of his policy, 
he will be tempted to retire before his 
earnings drop below $500 a 
he will then be entitled to the full dis- 
ability benefits for the rest of his life. 


Purchased in Good Faith 


“8. Let us consider a man who buys 
a policy at age 25 and pays premiums 
for 10 years. He then has two or three 
years of reduced earnings on account 
of unfavorable business conditions or 
impaired efficiency. Following this 
period of lower earning power, he has a 
serious accide nt or develops tuberculosis. 
Should 1 his claim be settled on the basis 
of the amount he originally purchased in 
good faith or should it be reduced to 
conform with his earnings at the time 
of claim ? 

“9. Under fire insurance the policy is 
'ssued for a limited number of years 
‘argely on the applicant’s own  state- 
ments. In life insurance, the policy is 
issued only after a thorough investiga- 
tion, usu ally including a medical exam- 
ination, an inspection and a report from 
the comp any’s representative. The sell- 
ing Program emphasizes the permanency 
of the protection. The prorate clause 
may, however, reduce the benefits years 
after the policy has been placed. 

The discussion of prorate has al- 
ready had a good effect in calling atten- 
other steps which 


taken to guard against over-insurance: 


should be 


four com- | 


month as | 


| 





“1. The application should call for 
full information about disability benefits 
already in force with life insurance and 
under noncancellable or commercial. 

“2. The application should further 
ask what benefits of this nature are being 
applied for in other companies. 

“3. Earnings may be determined 
from the inspection report and a state- 
ment from the agent. In addition, the 
application should contain a question 
reading somewhat as follows: ‘Do your 
average net earnings excluding income 
from investments exceed the aggregate 
indemnity payable for disability under 
this and all other policies now carried 
by you’; or go still further and make 
it read: ‘What is your net yearly income 
from your principal occupation exclu- 
sive of income from investments?’ For 
business insurance a different form of 
question is required showing the finan- 
cial standing of the company and finan- 
cial value of the applicant to the com- 
pany. 


Hold Down to 50 Percent 


“4. After full information is obtained 
about aggregate insurance and net earn- 
ings excluding investments, the aggre- 
gate benefit in all companies under the 
large amount should be limited to 50 
percent of the earnings and to some 
definite figure—$750 or $1,000—a month 
regardless of earnings. If additional in- 
demnity is justified by the present earn- 
ings, it should be placed on the com- 
mercial form where, if the earnings later 
diminish, the company can cancel or 
the insured can reduce the coverage 
without loss. 

“Life insurance should grant a fixed 
indemnity large enough and permanent 
enough to take care of real needs but 
not great enough to be a temptation or 
to require marked reduction after the 
policy has been issued. 

tse A. & H. for Fluctuations 


“5. It the earnings fluctuate from 
year to year the disability benefits 
should be denied or limited to a smali 
amount. The balance may be placed as 
commercial accident and health insur- 
ance. 

“6. If it is discovered 
plicant has secured the 
misstating either his income or the in- 
surance in force and applied for in 
other companies, his policy should be 
lifted. To strengthen the case for lift- 
ing the policy, the company should use 
a two-year incontestable clause unless 
one year is required by law and wher- 
ever possible should exclude from the 
incontestable clause the disability pro- 
visions. 

“In those states which do not permit 
the incontestable clause to exclude the 
disability benefits, let us ask for new 
legislation to protect us against fraud 
and misstatement. 

se disability 


that the ap- 
insurance by 


income benefit 
before the normal 


7. The 
should cease entirely 
age of retirement. 

Cause for Rejection 


“8. On Jan. 1, 1929, the medical di- 
rectors recognized “Disability Coverage 
Questionable” as an impairment distinct 
from life insurance impairments. This is 
a step in the right direction. They 
should now go one step further and 
frankly recognize that even though the 
applicant has large earnings and passes 
a medical examination, the mere fact 
that he has already obtained aggregate 
benefits of $750 a month in two or three 
companies may be cause for declining 
further disability income regardless of 
his earnings. The companies should at 
least protect themselves by establishing 


some way of reporting to a central 
clearing-house. One of the inspection 
companies has already recognized this 


On certain target risks it makes 
showing disability.” 


need. 
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ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 
Opportunity 
Is with the Company That Is 


NOT TOO LARGE 
NOT TOO SMALL 


NOT TOO OLD 
NOT TOO YOUNG 


The Solid Growing Company Officered by Men Who Are Agency Minded 
WE HAVE THE TOOLS 


Participating and Non-Participating Policies—Men and Women on Equal Terms—Total 
Disability and Double Indemnity 


Circularization Aids—Supervisor’s 


Help—Direct Contracts, 


Human Relations, Liberal 


Contracts and Special Producer's Clubs 


If You Are Ready for a General Agency There Is Desirable Territ Open in 
IOWA—NEBRASKA—MINNESOTA—AND SOUTH DAKOTA 


THE OLD LINE CEDAR RAPIDS LIFE 
INSURANCE COMPANY 


G. Sigmund—Vice-Pres. & Agency Director 
CEDAR RAPIDS, IOWA 


Jay 
COL. C. B. ROBBINS, Pres. 


Cc. B,. SVOBODA, Secy. 














‘*In This Way We Measure’”’ 


LIFE INSURANCE COMPANY may well measure its success by 
the good it performs rather than by great size. Through eighty-six 


years THe Mutua Lire 
American Company,” 
degree of its service. 


broadens. 


Issuance of contracts of all standard forms, 


INSURANCE COMPANY OF 
has measured its success by the scope, manner and 
In such a way it is measuring now as its service 


New York, the “first 


substantial dividends, 


income settlement provisions, Disability and Double Indemnity Benefits, 
and prompt payments and practices for convenience of members are 


embraced in its present service. 


It welcomes as field representatives those who know that success is 


according to the natural law of 


compensation—that the best comes to 


those who give out the best of themselves. 


The Mutual Life Insurance Company 


of New York 


34 Nassau Street 
DAVID F. HOUSTON 


resident 


New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 
and Manager of Agencies 




















We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 

2. Personal Life Monthly Income for Rejected Risks. 

8. The Best and Most Liberal Sub-Standard Facilities, 
4. Children’s Educational Policies age 1 day to 10 years. 
5. Up-to-date Health and Accident Policies. 


We welcome to our Ranks only 


serious-minded men of 


character and integrity—men who are intent =} suc- 
ceptionally liberal and 


cess—and to whom we offer ex 
~~ 


ftable con 


prof- 


ery desirable territory 
OHIO — INDIANA — KENTUCKY — TENNESSEE 


Address S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 











431 S. Dearborn St. 


POSE BARRY DIETZ 
President 


GLOBE LIFE INSURANCE CO. OF ILLINOIS 


Chicago 


WM. j. ALEXANDER 
Secretary 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


INCORPORATED 1895 


T. F. BARRY, Founder 
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‘Just Reinsurance 


That’s All 














Active Markets in 


Insurance Stocks 


Bank Stocks 


Miller Investment Company 


120 So. La Salle St., Chicago 


Telephone Franklin 7888 
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A PURELY MUTUAL 
Company / 


If You Have Knocked 
the “‘T” Out of ‘‘Can’t” 


ATTRACTIVE 
GENERAL AGENCY 
CONTRACT 
TO THE RIGHT MAN 
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McNAMARA TO BE PRESIDENT 


Well Known Guardian Life Manager 
Will Head New York City Life 
Underwriters 


John C. McNamara, Jr., general agent 
in New York for the Guardian Life, is 
to be the new president of the New 
York Association of Life Underwriters, 
his name heading the slate presented by 
the nominating committee headed by 
Peter M. Fraser, last year’s president. 
Gustav C. Wuerth, associate general 
agent for the Penn Mutual, presided as 
president for the last time and received 
the committee’s report. 


The full slate was as follows: Presi- 
dent, J. C. McNamara, Jr., Guardian 
Life; first vice president, E. J. Sisley, 


Travelers; second vice president, A. P. 















JOHN CC. MeMAMARA 
Will Be Next President New York City 
Life Underwriters 


Woodward, Connecticut General; third 
vice president, Mervin L. Lane, Equi- 
table Life of New York; secretary 
treasurer, Clancy D. Connell, Provident 
Mutual; executive manager, William C. 
Bawden; chairman executive committee, 
Leon Gilbert Simon, Equitable Life of 
New York; members executive commit- 
tee, Walter E. Barton, Union Central, 
W. F. Bell, Phoenix Mutual, Louis A. 
Cerf, Jr., Fidelity Mutual; Nelson F. 
Chambers, New York Life; C. E. De- 
Long, Mutual Benefit; Warren Diefen- 
dorf, Mutual Life; Ralph D. Engelsman, 
Penn Mutual; James Graham, Aetna 





















INSPIRATION 














AND SERVICE 






A close working contact 
between the life insurance 
agent and his home office 
is vital. The degree in 
which this contact is 
present has much to do 
with the effectiveness of 
the agent’s work. It de- 
termines the service he 
gets and the service he 
can give. 















































WE CAN GIVE 


1. You a liberal first year commission. 
2. An unexcelled renewal commission. 
3. Your beneficiary a renewal pension. 


In city of over half million 
population. Now open. 


Exceptional opportunity for a 
live producer to make at least $500 
per month, under a liberal General 
Agency contract and at the same 
time 

BUILD UP A 

PERMANENT INCOME 

For Old Age or his depe nden 


If you can qualify for this oppor- 
tunity, give full details of all past 
business connections in your first 
letter, which will be treated as 


Life; L. | 
G. McWill 


Home Life. 


The election of officers will be held 
at the annual meeting June 11. 
meeting this week the two speakers 
wer Dr. Harvey N. 
the Stevens Institute of Technology, 
-e-president K. A. 
the Aetna Life. Dr. Davis 


and Agen 
Luther of 


>» Hepburn, Prudential; E. 
iam, Penn Mutual; E. M. 
Herrihew, John Hancock; Frank Mulli- 
gan, Guardian Life; Russell M. Simon, 


cy Vic 


spoke of income, 


posed, giving the agents an excellent 
the investment market for 
a tie-up with life insurance sales. He 


picture of 


particularly 


raised 


At the 


Davis, president of 


of what it is com- 


the question of in- 

















confidential. 


W. C. C. Gtitinbus 0. 


vestment appreciation and its relation 
to income and current use. Mr. Luther 
spoke on, “Opportunities,” showing the 
way for agents to find a greater effici- 
ency in their work. 












A REAL OPPORTUNITY AT 
DAYTON, COLUMBUS AND 
> MANSS =D, ne ny 
resent ti i 
Poperate teall, for 0. Mich grade, prefer 














The A & H Review 


IS THE 
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Chicago 


of the Continental-Illinois Bank & Trust 


Eugene 


Co., Chicago, will } 


—and final—session of the life trust in- 
stitute of the Chicago association, to be 


held in the 


evening. The Continental-Illinois is one 
of the trust organizations that cooper- 
ated to make the institute 


Palmer 


* * 
M. Stevens, president 


rreside at the special 


House this (Friday) 












a success, 








Inspiration and service to 
the agent, should be the 
aim of close home office 
contact. When this is 
lacking, close contact be- 
comes merely supervision 
instead of the 
CO - operation 
the agent needs 
and wants, Giv- 
ing an agent 
what he needs 
is co-operation. 










































COMMON- 
WEALTH 
Cordial Co-op- 
eration is made 
possible by 
close contact 
between the 
home office and 
the field repre- 
sentatives. This 
contact does 
not stop at su- 
pervision. It goes on to 
the type of service that 
demonstrates a real inter- 
est in the success and 
welfare of COMMON- 
WEALTH agents. 
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No Other Way to Achieve Success Than 
to Read and Study and Thus Get the 


Necessary Residue of Knowledge 


r. STANFORD, a home office 
k official of the Canada Life of To- 
* ronto, spoke at a recent sales con- 
gress on “Personal Efficiency Applied 
to Life Insurance Salesmanship.” 
Stantord said there seems to be no other 
to achieve success than to read and 
study in order to get the residue of 
knowledge which enables one to do 
something worth while. 
“Il am often appalled at the amount of 
educational material offered to life insur- 


way 


Mr. | 


It has al- 
such a 


in the mechanics of the job. 
ways been a puzzle to me why 


large proportion of the life insurance 
men are allowed to start untrained in 
the work. To that can be attributed 


much of the damage we suffer in the 
selling end of the business.” 

Mr. Stanford deplored the large turn 
over in the agency ranks of the life in- 
surance companies. He said 
seems that it is chiefly because the men 
have not been sold on the particular job 


| the 


applications and = sell larger amounts 
“Too much emphasis,” Mr. Stantord 
said, “has been placed upon the value of 
calls Necessary as they are, | have 
tested and found wanting the theory 
that ‘calls, calls, calls’ will bring busi 
ness. Of course, you may find a man 
who was just waiting for you to call, 


perhaps worked up by some other man, 
but the best personal producers I know 


are not endlessly ‘calling upon prospects.’ 


It is likely that a little more planning 
would get us further along and make 
calls more effective.” 


| Records of Endeavors 


that it | 


Bring Out Mistakes 


Mr. Staniord advocated that a 
agent in prospecting should select 


new 
100 





been in 
charge of the training classes at 
the Canada Life’s home office for 


F. T. Stanford has 


the past eight years. He is a 
charter member of the Life Un- 
derwriters Association of Canada 
and for several years served as 
honorary general secretary, during 
which time he founded the “Life 
Underwriters News” and was its 
first editor. The mutual advertis- 
ing campaign, carried on by the 
combined Canadian companies 
during the past eight years, has 
been under Mr. Stanford's direc- 
tion as chairman of the working 
committee on institutional adver- 
tising. 




















ance men, and yet I know that men | or institution they represent, However, | "@mes and route them according to | 
who make use of study succeed where | if other fields were so much better it | location, get information about all of | 
others do not. In the simple matter of | would be easier to understand why the | — and then start out. He also urged | aig. persuasion a salesman must 
. --* . e . . or e ” | 
an educational course of instruction pre- | men change so often. He admitted % underwriters to keep records Of | forget self, that is, make the prospect 
pared for new men in the business, I | there may be some good reasons for a} feir endeavors. He said any man who | forget his personality, although at the 
found that out of 1,000 who signed an | man making a change, but in a broad | keeps a record can find a way to im-| ame time. feel it. He said that many 
agency contract, the 500 who studied | sense the greater advantage one insti- | provement, because most men can do | jife insurance salesmen are taking pub 
the course wrote $16,000,000 in the early | tution has to offer over another is not | meat than they think they can, By | lic speaking lessons because they realize 
months of their work, while the other | worth the time which is lost in making | — a of the class of inter-| the proper use of the voice is a money 
300 who did not study it, secured only | the change. It takes time and is diff Views he has been having. the agent making asset and equipment. Need for 
$4,000,000. In other words, this simple | cult to recover ground lost in this man- gradually sees where his mistakes may | lessons in talking was emphasized by 
educational series of books raised the | ner. The loss of an old connection in | lie. and he raises the standard accord-| \r. Stanford 
° “ ° . ° ° } oy > ¢ eae _ ” 
production of the men four times over. | business is very tangible. ae | ingly, with splendid financial results “The reason most of us fail to attain 
“Even a street car motorman is not | To increase his personal efficiency a | “Persuasion is an important matter in | all we might is that we do not like to 
allowed to run a car without instruction | salesman must increase the number of | a salesman’s personal efficiency.” he | put ourselves under any form of discip 
Gl ? Fi g 
eaming Figures! 
-”-_-_eoC 
= 
April’s Gain 
Four Months of 1929 
34% 
Bought—Sold—Quoted : 
Paid for New Business 
Our Chicago agencies, with their Split-Second Service, heavily 





115 W. Adams St. 
CHICAGO 





AN 
P:W. CHAPMAN & CO, INC. 


Insurance Stock Department 


42 Cedar Street 
NEW YORK 











contributed to this notable increase. They are experts in Surplus 
Here’s the roster: 
Alexander E. Patterson, 120 S. La Salle St. 


Lines and Brokerage cases. 


Stumes & Loeb, 112 W, Adams St, 


W, A. Alexander & Co., 134 S. La Salle St. 


THE 
PENN MUTUAL LIFE 
INSURANCE COMPANY 


PHILADELPHIA, PA. 





INDEPENDENCE SQUARE 


Wm. A. Law, President 


Wm. H. Kingsley, V. Pres. 








Franklin 7575 
Randolph 0560 
.Main 5100 


Founded 1847 


Hugh D. Hart, V. Pres. 





























































































































General Agents and Managers 
Wanted in Illinois by the 


CALUMET NATIONAL LIFE ‘ 


9th Floor Insurance Exchange, Chicago 


Capital, $500,000 


Contingent Reserve, $500,000 
ROBERT H. BEARD, 


E. D. SEIP, 
President 





Surplus, $500,000 


Vice-Pres. and Genl. Mgr 








Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 


STANDARD ORDINARY ANS INDUSTRIAL POLICIES 


3 N WARFIELD, President 
J. BARRY MAHOOL, Vice-President 


w. Secretary 
DR. EDWARO NOVAK, Medical Directo: 


MEARS, 








Outlines Principles 


He outlined some of the principles as 
follows: 

The options of settlement contained 
in contracts of life insurance have not 
become obsolete and can still be used 
to advantage by the insured, especially 
during the earlier stages of his progress 
to financial independence. 

The insurance trust has been called an 
additional option of settlement. The 
“options of settlement” contained in con- 
tracts of insurance can be used to ad- 
vantage, but the best interests of the 
insured and his beneficiaries can be pro- 
moted and conserved by utilizing an 
insurance trust in certain situations 
where either lump sum payments or the 
options. of settlement might fail to ac- 
complish the objectives of the insured 
for himself and his dependents. 

Life insurance companies distribute 
principal and income under an agree- 
ment with the insured which takes the 
form of a contractual relationship: banks 
and trust companies distribute principal 
and income from proceeds of life insur- 
ance under a trust agreement which 
gives the trustee discretionary power. 

In their desire for additional business, 


May 17, 





Woman Aaene Takes 
Lead in Production 


Miss Clara McBreen, a member of 
the Cincinnati agency of the Equitable 
Life of New York, was given special 
attention in its recent agency meeting 
She entered the Cincinnati office as a 
clerk in 1923. Becoming interested in 
insurance, she decided to take a rate 
book. She started in as a full time 
agent, Jan. 1, 1924, and during her first 
year she produced nearly $300,000. The 


| next year she passed the $500,000 mark 


| Union 


24 THE NATIONAL U NDE RW RITE R 
line. We just don’t like it and weaken 
in carrying out our plans. Habit is the 
greatest help to a man who wants to 
improve himself. The mind is so con- | 
stituted that if you set it like an alarm 
clock to do certain things at a certain | 
time, habit will assist in a remarkable 
CALIFORNIA IOWA omy ; : : - s 
way, and what seems drudgery becomes 
merely habit. Set your mind regularly 
C OATES & HERFURTH RSTON L. MARSHALL for several weeks to be at your office at 
CONSULTING ACTUARY nine. Do other work at proper inter- 
CONSULTING ACTUARIES Hubbell Buildi vals during the day and soon you will 
Barrett N. Coates 354 Pine St. = & do these things as a habit. Good habits 
Carl E. Herfurth San Francisco DES MOINES, IOWA can be formed just as easily as bad ones.” 
J ——— 
ILLINOIS MISSOURI Sales Institute 
ONALD F. CAMPBELL LEXANDER C. GOOD Draws Hundreds 
SULTING Conculting Actuary (CONTINUED FROM PAGE 5) 
CON 404 R. A. Long Bldg. oo Wee : 
ACTUARY Tel. No. Harrison 4899 tory - — rhe ag oy eee 
160 N. La Salle St. : man knows how to open these doors. 
Telephone State 7298 Kansas City, Mo. He not only talks life insurance, but | 
CHICAGO, ILL. agree his prospect feel it, see it, +“ 
it and taste it i necessary to get his 
OHN E. HIGDON name on the dotted line.” 
ACTUARY : , : 
H ae vd ~pameatd 317 Shukert Bldg., Kansas City, Mo. a a 
1616 Chemical +» St. Louis, Mo. rhe underwriter needs to increase his 
om... am Funds knowledge of the insurance trust as a | 
, Blvd NEW YORK possible practical solution of the prob- | 
175 W. Je = GHICAGO lems of some of his clients, Edward M. 
P 8 McMahon, insurance trust officer of the 
Mi M. Dawson & Equitable Trust Company of New York, 
A. GLOVER & CO. CONSULTING said before the second-day session. 
“If there is to be efficient and prolit- 
© Consult Actusstes cTu 
128 North — Street, Chicago ACTUARIES able cooperation between life under- 
88 W. th St. New York City writers and the trust companies, the 
Life Insurance Accountants trust officers must have an appreciation 
Statisticians of the function of life insurance in our 
modern personal economics and in the 
OODWARD, FONDIL- field of service to business. The under- 
INDIANA LER and RYAN writer needs to change his approach to 
Consulting Actuaries some of his clients and make the ap- 
Hic. DAVIS & HAIGHT, Ine. eine a ee . ——- —e - : _— to the insured 
Actuaries schar on arwo: - yon which wil enable him to organize his 
Consulting Ac Jonathan G. Sharp entire estate on an intelligent business 
FRANK J. HAIGHT, President 75 Fulton Street basis. To do this the underwriter must 
INDIANAPOLIS New York not only know insurance trusts and the 
Omaha, Kansas City options of settlement thoroughly, but he 
OKLAHOMA must know the reasons for making wills 
and for setting up trusts under the 
J. McCOMB wills.” 
T.. ‘Gounsetor at Law wills. 
ARRY C. MARVIN © CONSULTING ACTUARY Mr. Me Mahon reviewed some of the 
H Premiums, Reserves , Surrender principles which gradually are being ac- 
Consulting Actuary Sa Se, Cie See cepted as being in the best interests of 
2105 North Meridian St. and all Life Insurance Forms Pre- insurance companies and their under- 
red. The Law of Insurance writers, bank and trust company man- 
INDIANAPOLIS, INDIANA ert tae. OKLAHOMA CITY agements and the estate owner and his 
beneficiaries. 





During the last two years she has paid 
for over $600,000 each. She is active 
in the Professional & Business Women’s 
Club of Cincinnati. Almost all her in- 
surance comes from women. She writes 
many retirement annuities. 


banks and trust companies have an 
ample and fertile field to cultivate with- 
out competing with life underwriters or 
the institution of life insurance. The 
speaker also pointed out that with only 
a small part of the life value of the 
nation conserved through life insurance, 
underwriters have an ample field to cul- 
tivate. 

Russell King, general agent of the 
Central, Indianapolis, in speak- 
ing on “Closing the Sale,” stressed the 
importance of presenting a worthwhile 
proposal to the prospect. Life insurance 
is regarded by many as a need but not 
as a want, he said. It is the wunder- 
writer's problem to change this opinion 
by arousing the prospect's feelings and 
showing a sure means of doing the 
worthwhile thing. 


Analysis Needed 


A. Rushton Allen, general agent of the 
Home Life of New York in Philadelphia, 
cautioned his listeners that in consider- 
ing the disposition of a man’s estate the 
underwriter must analyze his problem 
and apply the particular solution neces- 
sary without injecting a bias into the 
situation. 

In approaching the subject of income 
settlements, Mr. Allen introduced an 
outline of property, objectives and ma- 
chinery. Under property, the speaker 
mentioned general assets, life insurance 
and business interest. A discussion of 
objectives led him to the consideration 
of debts, maintenance, education, liqui- 
dation of business, retirement and be- 
quest. The machinery for carrying out 
the objectives is composed of intestate 
law, will, testamentary law, lump sum 
life insurance, optional settlement and 
life insurance trust. 


Get-Together Dinner Planned 


A get-together dinner sponsored by 
the special and district agents’ associa- 
tion of the Northwestern Mutual Life 
is scheduled for July 22, during the 
annual meeting of the Association ol! 
Agents in Milwaukee. 

More than 800 agents will attend the 
dinner. Charles F. Axelson, Chicago, 
president of the association, will preside 
at the dinner and program. 

Following a very short business ses 
sion, William B. Burruss, sales engineer 
will speak on “Salesmanship.” 


Robert D. MeGiffert, for the past te! 
years city commissioner of parks and 
public health of Topeka, Kan., has jo ined 
the Pierce & Co. agency there. Mr. Me- 
Giffert will act as district manager of 
the Bank Savings Life, represented DY 
the agency. 








1871 


JOHN G. WALKER 
Chairman of the Board 





The Life Insurance Company of Virginia 
58 Years of Existence 


Richmond, Virginia 


1929 


BRADFORD H. WALKER 
President 














congenial. 
There is an opportunity 
develop and be promoted. 





Supervisor of Agencies Wanted 


Wanted by one of the aggressive Chicago life companies an agency supe! 
visor who has had experience in training, finding and developing men. \0 
assistant Manager or supervisor in a general agency would find this post very 
\ sufficient salary will be paid to make this position attractive 
for an able young man between ages 28 and 35 to 


Address M-33, 


The National Underwriter. 
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FIRST IN ILLINOIS 


Ut all the Illinois legal reserve companies, the CHICAGO NATIONAL LIFE wrote 
more sew business in its Home State in 1977 than any other company. Here is the 
record, wth the companies ranked according to their new business in Illinois during 








12D 
to Age, New Business 
Rank Name of Company .- Write Years Written in 1977 
1 CHICAGO NATIONAL ‘LIFE ...... 1922 6 $18,072,785 
E,W, OG Mid cccesccescns 1868 60 16,958,234 
3 ee ea haainaien 1900 28 16,112,974 
ee . ees 1893 35 14,89: 
5 Continental Assurance ............... 1911 17 13,722, 
i, aca emeian 1908 20 10,546,510 
Ce GD, oc ccnvececcceseses 1926 2 10,183,295 
Pe a Se 1884 44 7,108,361 
> I cnc ce ctucgaussee 1905 23 6,917,766 
I «a cv cccccceccccesecce 1907 21 6,114,465 
SO RE o cnccnnsesccceeenneee 1907 21 4,832,812 
12 pone PE OR cnc cnoceeesseses 1907 21 3,517,400 
13 Ee eee 1520 s 3,433,533 
14 —— iced dn cbgu eke 1907 21 3,410,727 
16 Peoples Life of UM. ..wccccccccccccces 1908 20 3,306,482 
16 §©Mississi Ts Canunagidmeieseteks 1927 1 2,580,732 
$9 Commmapeten EBe ...ccccccccccccccce 1927 1 2,395,000 
18 =©6©- Vict:  #_ ee 1924 4 2,298,017 
19 Twentieth Century Life .............. 1927 1 2,277,704 
20 ‘ord Dt ereshetwasevneeenetes 1910 18 2,206,947 
21 Springfield Life ............++..++++++ 1924 4 2,107,839 
22 Washington Fidelity ................. 1926 2 1,656,273 
GB Leerty Liebe 2... cc ccccccccccccccccces 1921 7 1,499,525 
96 Cleleeme National ......cccccccscccess 1927 1 1,017,654 
25 Northwestern Union ..............++. 1923 5 706,603 
In other werden, the CHICAGO BATEOMAN, | Lvs aot ob a better production record 
in Illinois in its sixth year than w De oe ee company, the 
ques of whom are from two te ~~ —_ er * 
rd ae aE Bete 
gonit pe Agents in Illinois, Iowa, Kentucky, Missouri Kansas. 


CHICAGO NATIONAL LIFE 
INSURANCE COMPANY 


202 South State Street Chicago, Illinois 
Write A. E. JOHNSON, Vice-Pres. and Gen’l Manager 





Supervisors Wanted in Ohio 
Real Opportunities for the Right Men 






We want to hear from properly qualified men 
who are familiar with territory in Ohio and can 
help us to organize and develop our agency force in 
that state. 

The men selected will be paid a salary for hiring 
and training agents and will be given an allowance 
for traveling expenses in connection with organiza- 
tion work. They will also be given a liberal first- 
year and renewal commission contract covering 
personal business sold. 

We want men with a sound knowledge of modern 
underwriting principles. They must be in good 
health, honest, ambitious, industrious, self-reliant 
and mentally alert. They must have been person- 
ally successful in selling life insurance. 

Men between the ages of 28 and 35 are preferred. 
We want supervisors young enough to grow and 
advance with the Company, but with enough expe- 
rience to do effective work from the start. 

If interested, get in touch with: 























W. T. O'DONOHUE Vice-President and Agency Manager 


JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 


GREENSBORO, NORTH CAROLINA 
MORE THAN 340 MILLIONS IN FORCE 





















































Builders of Business 


An Investment in Wallets 
Will Pay Big Dividends 


If you have not used Kaufmann Systeman Security 
Holders you have a pleasant surprise awaiting you. 
For Kaufmann wallets will help you build business 
just as it is building business for hundreds of others. 
The Kaufmann Wallet is the best leather container 
on the market designed to provide a place for insur- 
ance policies, bonds and other valuable papers. 

Until you have used it to deliver those extra policies 
you have not made use of the biggest dollar for dollar 
life insurance business builder on the market today. 


The standard size is $2.25 and the large size, 
$3.15. Quantity rate gladly furnished on ap- 
plication. Other wallets from 65c¢ to $5.00. 


E. L. KAUFMANN 


Room 700, Austin Bldg. 
111 W. Jackson Blvd. Chicago, Ill. 
Telephone Wabash 393% 





































W. Lt. MOODY, JR. W.L. MOODY, Ill W. J. SHAW 
resi ige President Seoretary 
SHEARN MOODY T. L. CROSS 
Vice President Vice President 


American National 
Insurance Company 


HOME OFFICE: 


GALVESTON, TEXAS 
$546,645,788.00 INSURANCE IN FORCE 


We Have Openings for Live Men in 


California Michigan Tennessee 
Colorado Minnesota Texas 
Georgia Missouri Virginia 


Kansas North Carolina Washington 
Kentucky South Carolina West Virginia 


ORDINARY—INDUSTRIAL 
GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and Special Low 
Premium Pians Offering New and Attractive Features, 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


Agency Manager, Ordinary Department 
GALVESTON, TEXAS 















































WITH THE RIGHT ORGANIZATION LIFE INSURANCE IS A GREAT LIFE WORK 


i 


Stand out 
from 
the Crowd 


Hani 


TIM 


ill 


are addressing men who would be 
mainsprings rather than cogs. 


To such men The Peoples Life is a golden 
opportunity. 


Here in this not too large company there is 
plenty of limelight for you to share. Your 
achievements will count for more—and, if 
you’ve the [qualities of leadership, you'll 
have ample opportu- 
nity to develop them 
profitably. 


\ \ 
\ 


This is one of a series of statements 
about The Peoples Life, Illinois. This 
company founded in 1908 is now en- 
tering a new phase in its develop- 
ment. The goal for 1920 ts 25 mil- 
lions life insur@hce in force. Men 
interested in representing the company 
are invited to communicate with E, 
J. Cotter, Agency Director. 
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THE PEOPLES LIFE INSURANCE 


OMPANY* ILLINOIS. 


CHICAGO, ILLINOIS. 


our Stedman:-President. 
6.L.Lutterloh: - -Secrefary 








